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Dictionary Of 
Fire Insurance 


Published Abroad 


Insurance Society of New York 
Receives New Work by 
B. C. Remington 


SCIENCE AND BIOGRAPHY 


Contains Contributions by Many 
Well-Known Officers of 
Fire Companies 





The Insurance Society of New York 
has received a copy of a new volume, 
“Dictionary of Fire Insurance,” which is 
a comprehensive encyclopaedia of the 
law and principles of fire insurance, in- 
cduding home and foreign practice. As 
far as is known this is the first inter- 
national dictionary of fire insurance 
which has yet been printed. The author 
is Bernard C. Remington, gold medalist 
of the Chartered Insurance Institute, and 
it contains many contributions from fire 
insurance officials and other experts, also 
embodying many articles of information 
tot previously published. There are 
copies of the standard fire policies of 
tumerous countries, and some other con- 
tracts, 

Biographical stories about the leading 
insurance companies of Great Britain 
are included. 

Says Half of Fire Premiums Come 

From Here 

th the section about America the es- 
timate is made that 50% of the total fire 
Premiums comes from this territory. An- 
other statement made is this: 


“ . . T > 
Insurance business in the United 

States is highly specialized, probably 

More so than in Great Britain. Associa- 


tions of every kind exist for the better 
conduct ot the business. This territory 
S @ great producer, but one needing 
the most careful and constant super- 
‘sion. It has been estimated that for 
—o years preceding 1924 the percent- 
wi a obtained in this territory 
stiles . Ie apc is severe, expense 
a are high, and large and frequent 
the - a al in built-up city areas bring 
heute of A ratio up. An interesting 
worthy sf American practice, perhaps 
of or mention, is that the renewal 
ae | unknown, new policies be- 
S issued in replacement.” 

eiaes es reference given on Am- 
F. Shalle siness is to the paper of Cecil 
inited ‘ross on “Fire Insurance in the 

e | States of America.” 

oie the New York standard 
this form Policy the dictionary says that 
ote pat 1s so different from the uni- 
Officer’ > Conditions of the British Fire 


ces Committee th 

at no comparison 
can ee attemped. ‘ 
/nterestin i 

Itration € sections are devoted to ar- 


» Subrogation and many other 
technica matters, , 


ne of the interesting sections has to 
(Continued on Page 33) 










PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 145 years of successful business 
operation. Wo..d-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


indemnity Company 
150 William Street, New York 











Make them safe 
Jrom ftre/ 
wat 7 a a 


MERRY CHRISTMAS! 


IRE INSURANCE POLICIES have not yet been added to the long lists of “gift 
suggestions.” Therefore, the interest of the Companies and their agents in the 
Yuletide is altogether one of Peace on Earth—Goodwill toward Men. 

But all over the land there are homes in which Christmas merriment would be 


absent this year were it not for the fire-prevention work of the Companies and their 
representatives. 


This Company thus expresses its appreciation of its agents’ loyalty and co- 


operation during 1927, and wishes them a Merry Christmas and a Happy and 
Prosperous New Year. 


INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA 


d th 
INDEMNITY INS. CO. OF NORTH AMERICA 


write practically every form of insurance except life 
































_ The Liberating Highroad 


Byroads may be peaceful pathways, but they do not lead to ambitious 
destinations. Fear keeps many from joining the great procession that 
moves along the highway to success. They mistakenly fear they lack 
ability, and they shelter themselves in a salaried position whose future is 
not. satisfyingly bright. Life insurance salesmanship is a liberator of such 
men. Cast out fear, have faith that you are as capable as other men, learn 
how fine an opportunity life insurance provides, and then leave the by- 
way for this highway on which thousands and thousands are happily and 
safely traveling. 


Confer with the nearest Penn Mutual General Agent, or write direct 
to our Home Office, if you are ambitious, industrious, and desire success. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Founded 1847 
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N. Y. State Ass’n. 
Says Banks Should 
Not Sell Policies 


Opposes Indirect As Well as Direct 
Soliciting of That 
Type 





AGAINST THRIFT PLAN, TOO 


“Inexperienced and _ Incomplete 
Underwriting Advice” Comes 
In for Censure 





The New York State Association of 
Life Underwriters, consisting of the lead- 
ing associations of the state, has gone 
on record against the sale of insurance 
by either trust companies or banks, “di- 
rectly or indirectly.” 

This action was taken at the semi-an- 
nual meeting of the organization of 
which F. A. G. Merrill is chairman; and 
copies of its resolution have been sent 
to Superintendent Beha, to the National 
Association of Life Underwriters, to the 
Association of Life Insurance Presidents 
and to each member association of the 
state association. 

The Resolution 

The association in the same resolution 
opposes so-called Thrift Plans, by which 
a number of financial institutions have 
tied up with life insurance companies and 
their representatives, and which has been 
a subject of considerable controversy in 
this city. 

The resolution follows: 

Whereas, there is an ever increasing 
tendency toward an intelligent co-opera- 
tive effort for public service on the part 
of trust companies, and other financial 
institutions operating trust departments, 
with the representatives of life insurance 
companies, operating in New York State, 
which must inevitably result in public 
good; and 

Whereas, action based on inexperi- 
enced and incomplete underwriting ad- 
vice does not best serve the public; and 

Whereas, a desire for private gain 
should not hazard public welfare; now, 
therefore be it 

Resolved, That the New York State 
Life Underwriters’ Association in semi- 
annual convention assembled, is and does 
hereby declare itself opposed to the writ- 
ing of life insurance directly or indirect- 
ly by banks and trust companies; and 
be it further 

Resolved, That we do not favor so- 
called Thrift Plans, combining life in- 
surance and various savings and invest- 
ment plans now sold by certain banks 
and trust companies. 


ee 
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LIFE INSURANCE TRUSTS 


Large Banks and Trust Companies are cooper- 
ating in trusteeing Life Insurance proceeds. 


The combination of Life Insurance and Insur- 
ance Trusts have proven to be very successful. 


Are your clients missing this important Ser- 
vice? 


If you are not familiar with the planning and 
programing of Life Insurance Trusts, our Su- 
pervisors may be of assistance in working out 
the details and cooperating in closing im- 
portant cases. 


COME AND SEE US! 


MR. BROKER: 

Who is just entering 
the insurance business 
will find our service 
and free charts money- 
makers. 


HARRY F. GRAY AGENCY 


CONNECTICUT MUTUAL LIFE INSURANCE CO. 
2780 Woolworth Building 
New York Telephone Whitehall 7359 


“Larger Applications Written Through Our Organized Service’ 
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Equitable Managers 
Tribute to F. H. Davis 


GIVE DINNER AT VANDERBILT 





Production Chief Gets Testimonial Book 
Printed on Parchment; Brings 
Business, Too 





Nineteen of the Mid Western agency 

managers of the Equitable Life Assur- 
ance Society came to New York City 
last week to give a dinner to. Frank 
H. Davis, vice-president in charge of 
production, who had returned to his desk 
after some weeks at his ranch follow- 
ing an automobile accident. At the din- 
ner, which was an extremely felicitous 
aflair, a beautifully bound parchment 
book was presented to Mr. Davis in which 
the managers expressed their sentiments 
of affection and loyalty for him and his 
leadership. : 

‘the book was signed by the following 
managers: Courtenay Barber, W. H. 
Bender, Jr., H. F. Berls, E. L. Carson, 
F, N. Croxson, A. M. Embry, P L. 
Girault, Jr., C. R. Golly, P. B. Hobbs, 
Fred Israel, F. L. Jones, L. H. Kellogg, 
Herbert E. Kerber, W. W. Kkngman, 
M. A. Nelson, M. C. Nelson, Alexander 
E. Patterson, Robert M. Ryan, K. M. 
Sacks, Edwin S. Schloss, Arthur L. 
Sherrill. 

The nineteen agencies made October 
and Nevember an occasion for a special 
business campaign during which $37,- 
632,019 of paid volume was turned in as 
compared with $31,983,379 for the same 
two months of 1926. 


The Testimonial 


The testimonial to Mr. Davis follows: 
“You have, as our friend and leader, 
created a great desire on the part of 
your managers to show their affectionate 
regard for you and to acknowledge their 
debt to you for your constant inspira- 
tion, 

“When it was suggested that we com- 
pliment you during October and No- 
vember by creating a substantial increase 
over the same period of last year as a 
tangible evidence of our loyalty, there 
was instant, wholehearted approval by 
all invited to participate. 

“The managers of the, Middle West, 
the territory in which you labored as 
one of us, decided to work diligently, 
but quietly during the months and with- 
out the powerful influence of an an- 
houncement of a complimentary cam- 
paign in your honor. Every Manager 
has carried on his business in his own 
Way, Without informing his associates of 
the real objective which we have in mind. 

‘We are proud to present to you on 
the following pages, the record of the 


individual Agencies for October and No- 
vember, 


Fond Thoughts 


“These results are interwoven with 
fond thoughts of you, as each manager 
as Carricd a mental picture of you con- 
stantly, and we have all had increasing 
Joy in our work because of the thought 
that we were working for you in a more 
intimate, friendly way than ever before. 

we could express to you now, the 
teal sentiment we each feel, you would 
indeed be proud and happy, as we know 
you reciprocate the affection and regard 
Which we all have for you. 

. “ay you continue to give us the in- 
Spiration of your leadership and friend- 
ship for many years, and may you en- 
joy the review of these records, which 
Na small way express our love for you 


chic man, and our pride in you as our 





TEACH HOME OFFICE 
sl nN educational course for the benefit 
the home office employes has been 
Prepared by the Connecticut Mutual. 
tamaiamentals of life insurance will be 
ae t. Although courses for field men 
rf Sliven in every organization, it is 
~léved that this is one of the first 


pa oa office employes have been 
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Insurance Men: 


Who Want To Make More Money 


Contract With 


"RIEHLE AGENCY 
EQUITABLE LIFE 








HE *RIEHLE AGENCY, EQUITABLE LIFE, offers 

expert training at the Equitable Home Office School or 

by means of the Equitable Correspondence Course which qual- 

ifies insurance men scientifically to write “life” and enables 
them substantially to increase their income. 


The Equitable Home Office School consists of nineteen 21/y 
hour sessions and is remarkably comprehensive. Graduates 
increase their average volume per case by 44%. 


The Equitable Correspondence Course is a carefully-prepared, 
concise series of lessons which thoroughly teaches the princi- 
ples of systematic life insurance salesmanship. 


Equitable-trained Riehle men write a consistent, remunerative 
and constantly-increasing business and they eliminate the 
worry, detail and loss of time attendant upon “spotty” here 
and there business. 

Hence 


Investigate your opportunity in Life Insurance—*Riehle 
Agency—Equitable Life. You will find a wonderful field, 
offering excellent profits, if you are willing to be trained. Be 
on the crest of the wave—not floundering in the aftermath— 
and by all means know your subject. 


Write for our booklet “How to Start Selling.” Drop in and 
talk the matter over with us or arrange for us to call on you. 


*JOHN M. RIEHLE, Manager 
*THEODORE M. RIEHLE, 
Associate Manager 


The 
The Equitable Life Assurance Society 
of the U.S. 
Suite 1103-1106, Pennsylvania Building 
225 West 34th Street, New York City 
Telephone Exchange: Lackawanna 7150 





“4 LIVE, SUCCESSFUL, FRIENDLY AGENCY—THE RIEHLE AGENCY” 





























Welfare Workers Of 
Nation Honor Frankel 


FISKE PAYS GREAT TRIBUTE 





Declares Metropolitan’s Division Head 
Largely Responsible For Popular At- 
mosphere Of Industrial Insurance 





At a dinner given to Dr. Lee K. 
Frankel, second vice-president of the 
Metropolitan Life and head of its wel- 
fare division, one night last week, Haley 
Fiske, president of the company, des- 
ignated Dr. Frankel as the best-known 
officer of the Metropolitan Life and paid 
him the extraordinary compliment of 
saying that he more than any other man 
was responsible for the atmosphere cre- 
ated in the United States in recent years 


which has been reflected by the tremen- 





LEE K. FRANKEL 


dous growth of industrial insurance. In- 
cidentally, he made public for the first © 
time the year’s results of the Metropoli- 
tan. 

Mr. Fiske said that the assets at the 
end of the year will be about $2,235,000,- 
000; that the number of Industrial poli- 
cies will aggregate 34,000,000; the num- 
ber of industrial lives insured 21,200,000; 
the total number of lives insured 27,000,- 
000; and the number of health pamphlets 
issued during the year 40,000,000. 

Great Change In Sentiment 

The present widespread popularity. of 
Industrial insurance is in marked con- 
trast with the feeling toward the busi- 
ness when Dr. Frankel went with the 
Metropolitan nineteen years ago. In fact, 
Mr. Fiske’s first meeting with Dr. Fran- 
kel was after he had come out of one 
legislative meeting in which he had de- 
fended Industrial insurance and was 
going to Philadelphia again to defend it. 

The occasion of the dinner, which was 
held at the Biltmore Hotel, was the fur- 
nishing of an opportunity for welfare 
workers of the nation to tell what they 
thought of Dr. Frankel, in speeches and 
by their presence. It was hung on the 
fact that he had reached his sixtieth 
birthday. Seven hundred leaders in phi- 
lanthropy, medicine, banking, insurance 
and social welfare work attended. The 
toastmaster was Homer Folks, president 
of the New York State Charities Aid 
Society. 

The Speakers 

Among those present were Will H. 
Hays, former postmaster general, under 
whom Dr. Frankel organized welfare 


work among the country’s postal em- 
(Continued oti page 19) 
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Proceeds Squandering 
Myth Proved By Abels 


DEFENDS WOMEN BENEFICIARIES 





In 739 Claims Under Review They Prove 
Character; Almost $10,000,000 
Paid In Cases 





The statement has frequently been 
made that life insurance claims paid in 
“95% 


of all estates of $5,000 or upwards are 


a lump sum soon vanish and that 


dissipated in from five to seven years.” 

That is not true, according to Henry 
Abels, vice-president of the Franklin 
Life. He prove it in 
which women beneficiaries show up in a 
favorable light as 


gave figures to 


most custodians of 
funds. 
His conclusions were reached after an 





HENRY ABELS 


examination of 1,000 of its claims, scat- 


tered throughout the country. The com- 
pany instructed forty of its most ex- 
perienced representatives to get the 


facts. 
Women Fulfill Their Trust 

Facts were secured regarding 739 of 
claims, amounting to $9,579,589. 
This money had been in the hands of 
beneficiaries not more than six years and 
not less than three years. The remaining 
cases could not be located. There had 
been actual loss of principal through in- 
vestments or other causes in only thirty- 
two cases. The amount lost in these cases 
averaged less than $4,000, and the aggre- 
gate was only $126,724, or 1.3% of the 
total insurance involved. This record 
should stimulate confidence in American 
womanhood’s business ability and should 
allay any doubts concerning what our 
wives will do with life insurance money 
if forced to invest and conserve it. 

The story of how the beneficiaries of 


these 


these policies administered these pay- 
ments is most interesting. The claims 
were all on male lives. Of these, 215 


claims were for amounts of from $3,000 
to less than $5,000 and 524 were for 
amounts ranging from $5,000 to $50,000. 
In 85% of the cases a wife, mother, sis- 
ter, or daughter was the beneficiary. The 
average amount of insurance was $12,963. 
Investments In Human Welfare 

Each case is a story vibrant with hu- 
man interest. Homes were bought, mort- 
gages were liquidated, small businesses 
were purchased (furnishing income from 
small investments supplemented by per- 
sonal service), children were educated, 
partners of husbands were bought out, 
and in many other ways the money was 
put to efficient use. 

In 366 cases where the wife was bene- 
ficiary there were children to the num- 
ber of 834, and the insurance amounted 
to $4,838,158, or $4,032 per person, in- 
cluding mother and children. 

In only 313 cases did there appear to 


be other estate than life insurance, and 
in only 79 cases where the wife was 
beneficiary had she married again. These 
were the cases, possibly, where the 
widow was left so small an amount that 
she was forced to marry or go to work. 

In 80 cases, the sum of $325,526 was 
used to pay off mortgages; in 115 cases, 
$781,141 was used to purchase homes or 
businesses; and in 466 cases the sum of 
$6,812,360 was otherwise invested and is 
still yielding income. 

Children numbering 105 were the bene- 
ficiaries of special educational advan- 
tages in which $142,300 was invested. 


What Results Indicate 


“The results indicate an inherent 
strength of character and ability in 
American womanhood which constitutes 
an assurance to every insured man that 
his plans will be carried out and his 
trust capably executed by his benefi- 
ciary,” said Mr. Abels. “Think of it— 
$9,579,589 of insurance on 739 lives, left 
almost wholly to women, a majority of 
whom, we may assume, had little or no 
previous business experience—and only 
1.3% lost! It would be difficult to be- 
lieve the figures if they were not based 
on carefully ascertained facts. What bet- 
ter evidence could be desired, by even 





the most idealistic insurance enthusiast, 
that life insurance is fulfilling its mis- 
sion ? 

“There is, however, another side to this 
picture. Consider the burden of care, and 
the feeling of grave responsibility that 
rested upon these women in undertak- 
ing a new task of such magnitude. The 
load upon their inexperienced shoulders 
might have been greatly lightened, elim- 
inating untold stress and worry. A larger 
measure of happiness and contentment 
might easily have been their portion, for 
life insurance companies have long been 
prepared to extend to the funds of bene- 
ficiaries the same conserving care that 
they give to the investment of life in- 
surance reserves.” 

Another Survey 

Mr. Abels also announced the result of 
a survey. Member companies of the Life 
Presidents’ Association were asked for 
data as to how they are assisting pol- 
icyholders in protecting the funds to be 
left their beneficiaries. 

“Thirty-four companies writing aggre- 
gate new paid-for ordinary life insurance 
in 1926 of $5,351,000,000 (48.5% of the 
year’s new business) furnished data in 
detail concerning the amount of insur- 
ance (including both old and new poli- 
cies) to which some form of instalment 


settlement or income option was applied 
in 1926. This amount was $832,000,00), 
or 15.6% ot the total new business writ. 
ten by these companies in 1926.” 
What The Survey Shows 

Four outstanding conclusions may be 
drawn from the facts brought to light by 
this inquiry: 

1. Beneficiaries are, as a rule, far 
more capable and efficient in handling 
the proceeds of life insurance policies 
than one might assume them to be in the 
absence of the facts resulting from this 
survey. 

2. There is no reason why any ip. 
sured should entertain a serious doubt 
about the effectiveness of life insurance 
provision for his family. 

3. Tremendous strides have been 
made in educating policyholders to the 
advantages offered by life insurance com- 
panies in protecting and conserving the 
proceeds of life insurance policies; and 
most encouraging progress has_ been 
made in assisting policyholders to carry 
out their purposes with respect to the 
maintenance of the family and the home 

4. Results attained by individual com: 
panies should encourage executives and 
field men to intensify their efforts to ex- 
tend the service of insuring life insur- 
ance proceeds. 














writers,” 





the insurance program. 


BEVERLEY DUER 











THE INSURANCE PROGRAM 
IS NEVER COMPLETED 


T can never be, because the policyholders’ circum- 
stances are always changing. By the time the pro- 
gram has been arranged and the insurance has been in 
force for a few months, the protection seems totally 
inadequate. 


The Life Insurance Trust is an excellent method 
to use in proposing a revision and an enlargement of 


tion of the whole subject of life insurance. 
may be used to advantage is described in our booklet, 
“The Insurance Trust and Its Value to Life Under- 
sent on request. 


National Bank of Commerce in New York 


TRUST DEPARTMENT 


C. ALISON SCULLY 
Vice-President 


Trust Officers 


It is a new and vivid presenta- 


MELVILLE W. TERRY 


How it 
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St. Louis Cynical On 
California Attack 


TRY TO FIGURE OUT MOTIVE 





Wonder If Attempt Is Not Being Made 
To Force Companies to Sell 
Control 





St. Louis, Dec. 12—What is behind the 
attack of Charles R. Detrick, Commis- 
sioner of California, on the Missouri In- 
surance Department and his Missouri in- 
surance companies? What is the “inside 
politics of the situation? Is it part of a 
dynamiting expedition in American life 
insurance ? 

These and similar questions are being 
asked in St. Louis insurance circles since 
the daily press on Tuesday, December 6, 
carried news dispatches from New York 
City telling of Commissioner Detrick’s 
remarks at the fifty-ninth annual conven- 
tion of Insurance Commissioners in the 
Hotel Astor, and his announcement that 
he would examine the International Life 
and Continental Life as of December 31, 
1927, “to protect the California policy- 
holders.” 

The sincerity of Commissioner Detrick 
is not questioned by St. Louis insurance 
men. His statement at the close of his 
remarks that he had not criticized Ben 
Hyde (Missouri’s invalid insurance super- 
intendent who was unable to attend the 
New York meeting) is accepted at face 
value. It is regarded as rather unfortu- 
nate that Mr. Hyde was not able to be 
on hand to protect his own good name. 

It is believed that Commissioner Det- 
tick; acted in good faith on informa- 
tion given him, but his intimation that 
the Missouri department has failed to 
keep faith with other insurance depart- 
ments is regarded as in somewhat bad 
taste. During the past two years the 
International Life has been examined 
twice and in neither instance did the 
Missouri department act alone. In the 
most recent examination as of December 
31, 1926, six states took part—Missouri, 
Illinois, Kansas, Oklahoma, Texas and 
Mississippi. 

That examination showed that the In- 
ternational Life was absolutely solvent, 
and competently managed. 


Political Foothold 


An examination of the International 
Life as of December 31, 1925, was con- 
ducted by the insurance department of 
Missouri, Kansas, Arkansas and Ala- 
bama. Following that examination an of- 
ficial of the Kansas department criticized 
the merger of the International Life and 
the Standard Life of Decatur, Ill., but it 
was admitted that the transactions he 


questioned had been submitted to the 

Attorney General’s office and found to 

@ strictly according to the Missouri 

laws. He also objected to the companies 

making collateral loans on stock of other 

Mstrance companies. 

That cxamination was also used as a . 


Political football during the meeting of 
the Miss.uri General Assembly early this 
year because it revealed that Superin- 
tendent Hyde had personally retained the 
fee paid by the International Life for 
Missouri’: “share in the examination. 
Owever, when it was learned that it 
had been the universal practice for many 
yeirs for the superintendent to retain 
such fees and that a Democratic attor- 
ney general had once given an opinion 
upholding the legality of such action the 
‘mocratic Missouri Senate later con- 
med the reappointment of Superin- 
tendent Hyde, who is a Republican. 

¢ Continental Life Insurance Com- 
a of St. Louis has recently been ex- 
aa by the Missouri and Idaho in- 
Ps departments. The examination 
tan as of September 30 but will be 
. ught up to December 31, 1927, before 
nal report is made by the examiners. 
dian understood that the preliminary 
ms: gevealed that the health and acci- 
ole partment of the company had not 
Pr Profitably operated, having lost 
bas aooney in the early part of 1927, 

€ present management headed by 


























1867 


President Ed Mays prior to the examina- 
tion had reorganized this department and 
had placed it on a more profitable ba- 


sis. Part of the reorganization plans 
was the reinsurance of the company’s 
California accident business on terms fa- 
vorable to the Continental. That trans- 
action may or may not have had some 
bearing on Commissioner Detrick’s de- 
cision to demand a new examination of 
the Missouri companies. 

Naturally the examiners also went very 
carefully into the mortgage loans carried 
by the Continental, especially those on 
farm lands. But their final recommen- 
dations in that regard will not be made 
known until, after December 31. ~ 


President May’s Comments 


Questioned concerning Commissioner 
Detrick’s intimation that the Continental 
recently had ebout 250 foreclosures, prac- 
tically all farms with a book value of a 
little more than $1,500,000, and that it 





SUCC 


in life insurance underwriting is largely the result of 
individual effort. 


The Equitable Life of Iowa, with its enviable record 
in low net cost and service to policyhoiders, with its 
wide range of policy contracts and unusual sales equip- 
ment, offers splendid assistance to individual effort. The 
close relation of the Home Office to its field force is of material advantage 
to those who represent the Equitable Life of Iowa in the field. 


Agents of the Equitable Life of Iowa are able to offer their prospects 
the widest possible range of life insurance service. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Moines 
SIX TIETH ANNIVERSARY 
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had resold more than a third of them 
for so little cash that the total still owed 
the company is more than $1,400,000, 
President Mays stated that Commission- 
er Detrick had apparently been misin- 
formed. 

“All insurance companies have been 
forced to foreclose on some loans as a 
consequence of the 1920 agricultural de- 
pression and we have taken a number 
and disposed of them,” Mays said. “How- 
ever, in the past year we have had no 
more proportionately than any of the 
large Eastern companies.” Mays added 
that the Continental had made $22,000 
profit in the resale of foreclosed prop- 
erty during the past two years. 

President Mays admitted that the ac- 
cident insurance department of the Con- 
tinental had lost money during the first 
six months of this year, saying: 

“In the first six months of this year 
we lost money under our contract with 
the Baker syndicate to sell accident poli- 




















“C’mon Joe, let’s take a few days off. You can’t sell insurance 
in vacation time anyway.” 


“Not a chance, Walt. I’m settling one accident and two health 
claims today. That means three good prospects for more life 


insurance. 


Vacations cost me twice what they do you since 


I’m selling Perfect Protection for the Reliance Life.” 


cies through newspapers at $1 a policy 
with a maximum value of $5,000, but in 
the last six months we have made money. 
How much our company lost will depend 
on the final check-up at the end of the 
year. It may show a net profit. 

“However, under no circumstances do 
I regard our situation as serious and we 
are amply able to take care of anything 
tc which the examiners may object. 

To Increase Capital 


“We have also made arrangements to 
increase our capital from $500,000 to 
$750,000 at our annual stockholders’ meet- 
ing on January 26 because our constantly 
growing business demanded additional 
capital. 

Both Mays and Roy C. Toombs, presi- 
dent of the International Life, vigorously 
denied that the Missouri Insurance De- 
partment had been lax in its supervision 
of the St. Louis companies. Both also 
stated Commissioner Detrick was in error 
in charging that there are interlocking 
collateral loans between the companies. 
Statement by President of International 


In this connection Toombs said: 


“The California commissioner is in er- 
ror in his statement that there are in- 
terlocking collateral trust loans between 
the International Life and the Continen- 
tal Life or between the International Life 
and any other insurance company. 


“The International Life has only one 
loan on stock of the Continental Life and 
this amounts to only $26,500. This is a 
loan which was made by the Internation- 
al Life more than six years ago at the 
time when the International Life owned 
the Continental Life before it sold con- 
trol of the Continental Life to the pres- 
ent owners, and this loan is carried for 
an individual who has been identified 
with the Continental Life for many 
years. 

“No officer or director of the Inter- 
national owes any money to the Conti- 
nental Life or any of its officers, directly 
or indirectly, and the Continental Life 
has no loans whatsoever on the stock of 
the International Life except one loan 
of $12,000 to a stockholder who put up 
175 shares of International Life as part 
of the collateral to secure the loan. 


“Such loans are absolutely according 
to law and there is nothing improper ~ 
whatsoever about such transactions. 

“T also observe another statement 
credited to the California commissioner, 
namely, that the Missouri commissioner 
has permitted the Missouri companies to 
engage in serious improper practices and 
has prevented examinations being made 
of Missouri companies. 

“Missouri companies have not engaged 
in improper practices and if they had 
attempted to, the Missouri department 
would be the first to call them. Exam- 
inations have been regularly made of all 
Missouri companies, and these reports 
of examinations are on file with the in- 
surance departments of every state 
where the Missouri companies operate, 
and show the Missouri companies to be 
in splendid condition and their policy- 
holders as fully protected as those of any 
company in the United States.” 

When the International Life Insurance 
Company which then owned the Conti- 
nental Life Insurance Company with 
home offices in Kansas City, decided to ” 
sell the company to the St. Louis syndi- 
cate headed by Edmund P. Melson some 
six years ago several loans were by the 
International Life to individuals who put 
up Continental Life stock as collateral 
security. All but one such loan have 
since been paid in full. This is the $26,- 
500 loan referred to by Toombs and was 
made to C. R. Dudley, a director of the 
Continental Life with 1,600 shares of 
Continental stock with a market value of 
40.000 as security. 

The Continental Life loan of $12,000 
for which 175 shares of International Life 
is part of the collateral was made to the 
International of St. Louis. 

A number of other Missouri companies 
have made similar loans on stock of other 
insurance companies. But, as stated, this 
practice is absolutely in accordance with 





Page 6 







TIE EASTERN 
UNDERWRITER 










December 16, 1927 








the Missouri statutes governing the ope- 
rations of life insurance companies. 


Deputy Rathbun’s Comment 

Deputy Superintendent J. H. Rathbun, 
in his remarks before the convention in 
New York, in reply to Commissioner 
Detrick, said in part: 

“A significant and outstanding thing in 
connection with this matter is that for 
more than a year suggestions have been 
made and things have been done which 
have led our department to conclude that 
outside parties are materially interested 
in harassing and annoying these compa- 
nies with a view of bringing about their 
purchase. This practice is commonly 
known as dynamiting insurance compa- 
nies. It is our firm opinion that such 
efforts have been made and are still be- 
ing made with respect to these two com- 
panies. 

“I do not wish to be understood, how- 
ever, to say or insinuate that these at- 
tacks and Commissioner Detrick’s paper 
have any relation to each other or con- 
nection with one another. On the con- 
trary, I am of the opinion that Commis- 
sioner Detrick has been misled as to the 
true status of affairs. 

“It goes without saying that the Mis- 
souri Department will continue as it has 
in the past to see to it that Missouri 
insurance companies are kept in a sound 
condition. It is unfortunate, indeed, that 
a time should be chosen for this attack 
when Superintendent Hyde is too ill to 
be present.” , 


When Mays Bought From Melson 

Mays’ ascendency in the affairs of the 
Continental Life had a rather dramatic 
turn. On the eve of the annual stock- 
holders meeting in January this year, the 
board of directors were diviced on the 
question of re-electing Melson as presi- 
dent of the company. A buy or sell 
proposition at an agreed price of $35 a 
share was made and when President Mel- 
son failed to make arrangements to buy 
out the directors who were opposed to 
him, Mays, who was favorable to Melson, 
decided to exercise the purchase option. 
Later he bought up enough other stock 
to give him personal control of the com- 
pany. 

Melson was re-elected as president and 
Mays was made vice-president and placed 
in charge of the investment department 
of the company. Later some differences 
as to executive policies arose and Mel- 
son resigned as president of the com- 
pany, being succeeded by Mays. Mel- 
son has since disposed of his stock in 
the Continental Life. The Inter-South- 
ern Insurance Company is said to have 
bought Melson’s Continental stock. 

Mavs is said to have declined an offer 
to sell the control of the company to 
outside interests at a very substantial 
profit. One report was he had an offer 
of $45 a share for his stock. The Con- 
tinental stock has a par value of $25 a 
share. 





TAX RESOLUTION 





Association of Life Insurance Presidents 
Hopes That Change in Taxation Will 
Be Downward 

The following resolution on taxation 
was passed by the Association of Life 
Insurance Presidents last week: 


Whereas, it has been clearly pointed out from 
the platform of this convention that the burden 
of life insurance taxation falls unon policyhold- 
ers; that such taxes substantially constitute a 
tax upon a tax, since policyholders voluntarily 
pay premiums, the proceeds of which inure to 
the benefit of the state as well as of the in- 
dividuals; and that the increasing imposition of 
such taxes constitutes a social injustice and tends 
to determine the fundamental principles of life 
insurance: Therefore. he it 

Resolved, That, with the Federal Government 
continuing its policy of economic administra- 
tion and tax reduction, this Association hereby 
records its hopes that a further extension of 
this doctrine to state governments will result 
in future changes in the rates of life insurance 
taxation being downward rather than upward. 





SUB-STANDARD RE 


Sub-standard reinsurance was recently 
discussed by the Actuarial Club of In- 
dianapolis, the speaker being Robert 
Sturtevant-of the American Central Life. 


National Aggression 
And Selfishness Rapped 


NATIONS MUST RESPECT RIGHTS 





Sen. George Against Too Much Inter- 
vention in Southern Republics’ Affairs; 
Immigration Restriction Warning 





United States Senator Walter F. George 
of Georgia, talking to the Life Presidents 
last week at the Astor, said it is gen- 
erally conceded that our industries have 
grown rich by mass production with con- 














Underwood £ Underwood 
HON. WALTER F. GEORGE 


sequent low unit cost. If mass produc- 
tion is to go on and the cost per unit 
remains within reasonable bounds we 
must recognize the necessity of readjust- 
ing our policy to the end that American 
enterprise and energy may find a fair 
field in markets outside of our national 
boundaries. This does not mean a policy 
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Why Not Consult Me On Your 
Next “Impairment” Case? 


The New England Mutual has special tests for 
3 heart, circulation, urine (including sugar) and over- 
3 weight cases, which have resulted in standard in- 
surance for clients of other agents, and may for 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


STUART D. WARNER 
General Agent 


25 WEST 43rd STREET, NEW YORK 
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of free trade. It merely means the ap- 
plication of sane principles to existing 
conditions. 

The supreme danger of this country is 
not from the law-breaker but from the 
law-maker. The supreme need of the 
present is to turn government back to- 
wards the Bill of Rights and the Consti- 
tution, abandon the stupid policy of pro- 
jecting government more and more into 
private business, as wholly inconsistent 


with the principles which we have de-, 


clared. 
Trade Barriers 


The United States has erected trade 
restrictions and barriers. Already these 
restrictions are beginning to hamper our 
growth and development. A market is a 
place where we may buy as well as sell. 
The French tariff is a reminder that 
France is feeling herself able to enter 
effective protest against the American pro- 











gets in its deadly work. 


so imperceptibly. 


July 1927. 


People should be informed 

on these points. 
The whole subject is treat- 
ed in a booklet issued by 
this Company entitled “Car- 
bon Monoxide Gas.” Write 
Inquiry Bureau, enclosing 
2c. postage. 








Carbon Monoxide Dangers! 


OW is the time, with the approach of 

cold weather, for Underwriters to 
spread the WARNINGS in regard to the 
fatal dangers from Carbon Monoxide Gas. 


Even in warm weather this gas 


.. A Worcester (Mass.) dispatch, of August 6, tells of a young 
man overcome while repairing his automobile with the engine 
running. This was in an open yard, the victim inhaling in close 
proximity to the exhaust, with no breeze stirring to dissipate it, 
and no odor to warn of the deadly gas which acts so quickly and 
Had this happened in a garage with closed 
doors, death would have been almost certain. 


682 deaths from Carbon Monoxide Gas poisoning 


were reported in newspaper accounts kept by the John Hancock 
Company within the twelve months’ period from July 1926 to 


Gas heaters also cause trouble. 


.. Just recently a Norwalk (Conn.) dentist was overcome by 
Carbon Monoxide Gas generated by a gas heater in a bathroom. 
Gas companies now installing gas heaters for domestic use insist 
upon funnels to carry off the gas fumes. 
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tective theory carried to its disturbing 
limit. We must recognize the necessity 
of readjusting our policy to the end that 
United States enterprise and energy may 
find a fair field in markets outside of our 
national boundaries. 


The Senator also discussed the drastic 
immigration laws. They are driving im- 
migration to Central and South American 
countries which have natural resources to 
develop. 

He cautioned against too much inter- 
vention by this government in affairs to 
the south of us under the Monroe Doc- 
trine. 


Selfish Business 


Selfish business must not be allowed 
to dictate our foreign relations. We must 
continue to recognize the obligation to 
protect the life and property of our cit- 
izens, but the property right asserted by 
the American citizen in any part of the 
globe must square with the highest code 
of morality. 


He concluded with a plea to renounce 
war as an instrument of public policy, 
and to outlaw aggressive nations which 
will not arbitrate differences before at- 
tacking other nations. 

“Ultimately we must be willing to with- 
draw the right of protection from our 
own citizens in furnishing means, muni- 
tions and supplies to an aggressor na- 
tion,” he said. In concluding, he said: 
“Consistent with our traditions and mind- 
ful of our safety and security as a na- 
tion, we may enter into treaty obligations 
with all socially and politically progressive 
people having the mind for peace.” 





JOIN RESEARCH BUREAU 

Three new members have joined the 
Life Insurance Research Bureau. The 
Columbian National Life of Boston has 
been accepted for full membership an 
the Nippon of Osaka and the Teikoku 
Life of Tokio, Japan, have been admit- 
ted as associate members. The Colum- 
bian National was organized in 1902 and 
writes life, accident and health business. 
Arthur E. Childs, president of the com- 
pany, will serve as the bureau contact. 

The two Japanese companies joined the 
bureau as associate members immediate- 
ly after the bureau’s constitution was 
amended at the annual meeting in Chi 
cago. Associate membership is now ope? 
to companies located in foreign coun- 
tries. 





ROXY’S INSURANCE 

Samuel L. Rothafel, better known t0 
everyone as “Roxy,” is director of the 
world’s largest theatre, the Roxy, ™ 
New York. As an important thing about 
the theatre is his personality, he natul 
ally carries a large amount of business 
insurance, A total of $200,000 of P 
cover is held in the Connecticut Mutua 
payable in the event of Roxy’s deat 
to his theatrical enterprises. 
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Insurance Problems 
Mostly Legal, Says Beha 


CAVEAT EMPTOR CANNOT APPLY 








Superintendent of N. Y. Department 
Says Presidents of Twelve Leading 
Life Companies Were Lawyers 





The close tie between the law and 
insurance was illustrated by James A. 
Beha, New York Superintendent of In- 
surance, in his talk before the Associa- 
tion of Life Presidents last week. His 
subject was “The Philosophy of Law 
and Life Insurance.” He said the topic 





JAMES A, BEHA 


was so big that he was embarrassed in 
trying to cover it satisfactorily, but he 
would do the best he could. He said 
that law and life insurance sprang from 
a common need of man—the need of 
protection—and both now serve a com- 
mon cause and give rise to each other. 

Continuing, he said in part: 

“Law recognizes the dominance of 
tight as against might and so guards 
the equal rights of the individual man 
in his dealings with these great insti- 
tutions of his creation. 

“Our civilization is complex—so com- 
plex that it cannot function without a 
very intricate plan of operation. Organ- 
wed socicty is governed by law, for only 
through law can the weak be guaran- 
teed protection against the strong. This 
guarantee of justice and fair-dealing, of 
stability and rights, was a primary es- 
sential to the formation and growth of 


al economic device such as life insur- 
ance, Only a people with a highly de- 
veloped legal system could conceive and 
carry out so involved a contract as that 
Which life insurance gives rise to. It 
Ss impossible to contemplate the exist- 
tice of life insurance without pre-ex- 
isting law. 

“The true philosophy of law is not 


found in musty tomes of age-old prece- 
dents, but in that spirit which compels 
$8 revision to meet the needs of each 
New frontier of social and economic 
change. ‘The law must be moving ever 
forward or fail of ‘its purpose to stabil- 
we and protect the fruits of civilization. 


The Genesis of Law 


‘The. recognition of property and hu- 
man rights is the very genesis of law. 
Without the recognition and protection 
7 Property rights, there could be no 
‘ecurity behind the life insurance con- 
'ract. Without the recognition of human 
oe there could be no general incen- 
of ts “Sided of life among the mass 
san an on |. A master might wish to in- 
his i pave, as he would any other of 
Be attels, but a slave, deprived of the 
indep 2 personal freedom or economic 
tis pen ence, either for himself or his 
“ily, would have no incentive to insure 


‘2 Own life. As the legal theory of 
perty rights expanded, as property 
fcame mor 


e widely distributed, as per- 


“onal liberty, secured by law, became 





the brokers. 





The Home Stretch—Let’s Go 


Only a few more working days and the year will be over. 
Our organization has been keyed up to close the year with a 
record volume of business and we ask for the co-operation of 


Will you favor us with a share of any surplus business 
you may get from now to December 31? 
Our Phone Number is Beekman 2140 
FENSTER-FLEISHMAN AGENCY 


General Agents—Life Department 


THE TRAVELERS INSURANCE COMPANY 
123 William St., New York 








universal, so did life insurance assume 
a more important place in the social 
scheme. 

“Law is the machinery of the state, 
constantly being added to, to meet new 
operation requirements and constantly 
being replaced because of operating 
weaknesses and obsolescence. The state, 
itself, exists for the benefit of the indi- 
viduals who constitute its component 
parts. It is meant to protect them and 
forward their interests through rules 
which grant rights and impose duties 
to be expounded by a judiciary system. 
The expounding of these rights and 
duties by the judiciary system, from the 
facts presented to it, creates law. 

“There are two real characteristics 
which law possesses, namely—equal uni- 
versal application and certainty in ope- 
ration. 

“These two qualities are likewise fun- 
damental to the theory and practice of 


legal reserve life insurance. Premiums 
for the great variety of life insurance 
contracts, proceed from a common mor- 
tality table and a common interest rate 
and their objective is the equitable as- 
sessment of the cost of deaths as well 
as of the expenses of conducting the 
business among all the insured. 


Prompt Claim Payment 


“Certainty in operation is as funda- 
mental to the theory of legal reserve 
life insurance as it is to law. If the 
insured fulfills the conditions of the pol- 
icy, no contract is more certain of ful- 
fillment—both in letter and spirit—than 
is a contract of a legal reserve life 
insurance company. To guarantee this 
certainty, life insurance, must be trans- 
acted through an agency that will out- 
live the last person insured. The cor- 
poration, a creature of law, has made this 
possible. Law, recornizing the sound- 
ness of the theory of life insurance, has 











policyholders. 

















YOUR SUCCESS) 


as a life underwriter or general agent depends largely on the 
character of the company you represent. 


Midland Mutual men are uniformly successful and prosper- 
ous because they command the respect and good will of their 
Here are a few of the reasons: 


1. Never contested or compromised a death claim. 
2. Three extra dividends paid in past four years. 


3. Actual results show very low cost during first 
twenty years of its history. 


Let us tell you a hundred other good things about the Mid- 
land Mutual and our Ideal General Agency contract. 


Suerte atten tata NE Mat E NEEM 


The Midland Mutual Life Insurance Co. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 























placed restrictions upon the conduct of 
the business which require its practice 
to conform to its sound scientific theory, 
thus again performing the real function 
of law—protecting individual rights. 
“The extent to which individual! rights 
are recognized and protected in this 
mammoth business is evidenced by an ex- 
amination of its claim payments. The 
Association has secured for me from 50 
companies, including both members and 
non-members, a special analysis of their 
claim records for the year 1926 in more 
detail than is contained in the annual 
statements filed with the insurance de- 
partment. These companies during 1926 
paid 90.3% of the total death claims of 


all United States legal reserve compa- 
nies. 


“The record shows that 821,052 claims 
for $531,819,000 were presented during 
the year and that final disposition was 
made of 820,681, amounting to $528,284,- 
000. Of this volume of claims disposed 
of during the year, the cases compro- 
mised, rejected or settled by suit 
amounted to only % of 1% of the total 
number and to only 14% of the amount 
claimed. Furthermore, the record shows 
that 44 companies paid 91.4% of their 
claims within one day from the receipt 
of completed profits of claim. The analy- 
sis of claims compromised or rejected re- 
veals only sound reasons for the action 
of the companies. 

“Our fundamental law, or common law, 
has come down to us as a result of prin- 
ciples adduced from court decisions. 
These decisions were based upon the 
laws of the sovereign, upon custom, upon 
moral law, and upon common sense or 
the court’s sense of justice, where no 
precedent could be followed. 


Supervision 


“With the application of the theory 
of probabilities to mortality statistics and 
the gradual evolution of a sound scientfic 
basis of calculating values of life assur- 
ances, the need of regulation and su- 
pervision increased rather than dimin- 
ished. Economic progress caused life 
insurance to embrace so many new forms 
that the states came to realize that both 
for the good of the public and the life 
companies, themselves, standards of ope- 
ration must be established and super- 
vision and control exercised. 

“Governmental supervision is adminis- 
trative law and implies restriction of ac- 
tivity within prescribed limits. But if 
law imposes restrictions upon life insur- 
ance, it likewise lends aid and gives 
approval to the business, in its function- 
ing. 

“Compared with the vastness of the 
insurance business of today and the huge 
power of its resources, the individual 
pclicyholder appears almost insignificant. 
In the face of the uncontrolled forces of 
nature, man is helpless, and an uncon- 
trolled insurance business would likewise 
render the individual policyholder equal- 
ly and totally helpless. It is in particular 
this disparity in importance and power 
between the assurer and the individual 
assured and the peculiarity of the in- 
surance business as such, which espe- 
cially justify governmental regulation 
when other commercial businesses are 
carried on without governmental super- 
vision. Yet under existing conditions of 
law, supervision and management, this 
disparity between assurer and individual 
is apparent rather than real. 

“Life insurance requires a special code 
of ethics: Caveat emptor cannot apply. 
The standards of this business must be 
confidence—faith—honor. In this busi- 
ness the state can step in and help to 
establish that confidence—to justify that 
faith—and to maintain that honor. That 
is not interference; that is not meddling. 
That is providing for fair-play, for fair- 
dealing. That is protecting not only the 
company’s interest but also the rights 
of the individual. 

“The accumulation of regulatory law 
has increased the importance of the law- 
yer in the life insurance business, has, in 
fact, conferred many legal functions upon 
life companies which make the lawyer- 
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a necessary factor to the carrying on of 
the business. As the business expands it 
is continually emphasizing his impor- 
tance therein. 

“Let me ask you executives of life in- 
surance companies—Are not nearly all 
your problems legal problems, or com- 
mon sense problems, which means the 
same thing? Do not your dealings with 
our policyholders, your agents, your 
ene office employes, involve legal, com- 
mon sense problems?» Does not the ad- 
ministration of your companies, the set- 
ting up of your reserves, the making of 
sound and safe investments of your 
moneys, involve legal, common sense 
problems, And do not your dealings 
with public officials, and with one an- 
other, and your compliance with legal 
requirements and _ restrictions, involve 
legal, common sense problems? 


Lawyer Presidents 


“I am inclined to believe that most of 
you will agree that the application of law 
and common sense will help you solve 
such of your problems as I have referred 
to and also those that I have omitted. 
It is, therefore, to be expected that men 
trained in the knowledge of the law and 
consequently imbued with common sense 
and good judgment should be selected 
as chief executives of your institutions. 


“Ranking the companies in the United 
States in the order of volume of insur- 
ance in force of the fifty leading compa- 
nies, I find that presidents of twelve 
began their careers as lawyers. The com- 
panies under the direction of these law- 
trained executives had at the close of 
1926 $38,860,000 of insurance in force, 
which was 49% of the total amount of 


life insurance in force in the United 
States. 
“Though numerically the lawyers 


among the ranks of chief executives are 
in the minority I might say, without in- 
tending to flatter, that the non-lawyer 
executives may be placed in the same 
category with the lawver, due to their 
constant grappling with the legal prob- 
lems arising in the business. These men 
who attain heights in the combined prac- 
tice of law and life insurance may be 
said to have achieved a practical under- 
standing of the two greatest protective 
institutions evolved by our civilization. 

“For law and life insurance are kin- 
dred agencies for the welfare of man- 
kind. Both take cognizance of the value 
of human life; the one seeks to preserve 
and protect that life, while the other 
compensates, in a measure, for its loss. 
Life insurance and law are protective de- 
vices, the one functioning within the 
other, subject to its supervision and regu- 
lation yet playing an important role in 
the carrying out of the ultimate purpose 
of the other, which is the protection of 
the social unit on which our civilization 
is founded—the family. 

“In their service to this common end, 
law and life insurance may be said to 
join hands in preserving the political, 
economic and social stability of our civi- 
lization. Both instill confidence in man, 
and confidence is the vital breath of 
progress. Security and economic free- 
dom, results of these protective inven- 
tions, release man’s powers to make life 
more significant, make progress more 
certain, make the goal of achievement 
more accessible, make happiness easier 
of attainment, make man the co-ruler of 
his destiny.” 





HERE’S A REAL FRIEND 
Floyd A. Miller Of Kansas Town Gives 
Tip And Assistance To Agent 
McCreary Of Kansas 
Ficvd A. Miller, a resident of Norca- 
tur, Kan., not only believes in life insur- 
ance protection for himself, but he be- 
lieves in it for others. So well does he 
believe in it that he has helped E. J. 
McCreary of the Bankers Life of Iowa 
to place nearly $100,000 in and around 
his neighborhood during the past two 
ears. He carries $13,000 on the mem- 

s of his own household. 











AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 
Established 1899 
HERBERT M. WOOLLEN, President 




















TRIBUTE TO J. K. GORE 





His Address Before Life Presidents on 
Public Health Will Be Circulated To 
All Public Health Officers 
The address of John K. Gore, vice- 
president and actuary of The Prudential, 
on the subject of the world war against 
disease, made such a deep impression 


at the Hotel Astor that the Association 
of Life Presidents will print it and cir- 
culate copies to all public health officials 
in the United States and Canada. 





The Herbert L. Kohns Co., Inc., New 
York City, has been chartered at AlI- 
bany with capital of ten shares non par 
value stock to conduct an insurance 
agency. Herbert L. and R. M. Kohns, 
Benjamin E. Marks, Herbert A. Cone, C. 
Bulmer and A. T. Reck are directors 
and subscribers. 


F. W. BLAND RESIGNS 





‘Continental American General Agent To 


Represent “National Underwriter” 


On The Pacific Coast 
Frank W. Bland, general agent of the 
Continental American of Wilmington, 
Del., has resigned and will return to the 
“National Underwriter,” with which 


paper he was associated before going 
into life insurance. He will represent that 
paper on the Pacific Coast. Mr. Bland 
said he likes life insurance but could not 
resist the newspaper appeal. 





AGENTS’ SONG CONTEST 


The Bankers Life of Iowa is holding 
a song contest. Members of the field 
force and the home office are writing 
and entering lyrics to be sung to favorite 
old tunes. A committee of officers of the 
company will judge the entries. 
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Easiest Time 


To Sell Group 


27,000 families 


approximately 


$50,000,000 in benefits from Group insur- 


ance during last year. 


Anything that benefits so many people 
to such an extent is a live issue. A very 


live issue. 


The end of the year is the easiest time 
to sell Group insurance. An hour spent 
on a case now is worth more than at any 


other time. 


We are ready and able to help vou 
close your Group cases. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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“Accidental Means” A 
Seen by W. M. Bullitt 


HIS TALK TO LIFE COUNSEL 








Louisville Lawyer Concludes With Sug- 
gestions As to When Company Is 
Liable and When Not 


At the convention of the Asgo- 
ciation of Life Insurance Counsels 
last week, William Marshall Bullitt, of 
Louisville, one of the best of the law- 
yers associated with life insurance, dis- 
cussed the underlying basis of decision 
in two distinct classes of insurance, viz: 
(1) Insurance against “accidental death,” 
and, (2) Insurance against disability or 
death as the result of “accidental means,” 

Mr. Bullitt hoped to harmonize the 
confusion in court decisions and con- 
tribute something towards such an ex- 
planation of “accidental means” as will 
stand the test of back decisions and act 
as a future guide. 

Intentional External Force As Applied 

By the Insured or With His Consent 


The cases of intentional force applied 
by the insured, or with his consent, fall 
into three classes, Mr. Bullitt said. 

(1) Where there is no Slip or Mishap in 
the process, and no Ignorance of any material 
fact surrounding the application of the force; 
(2) Where there is a Slip or Mishap in apply- 
ing the force; (3) Where these is Ignorance of 
some material fact; and, of course, there may 
be a combination of both a Slip and Ignorance. 

Mr. Bullitt’s conclusions follow: 

“The processes of reasoning which the 
courts have expressed in their opinions 
in dealing with accidental means are 
in hopeless conflict, and no sensible 
principles can be deducted from them. 
To a surprising degree, however, their 
actual decisions, when considered from 
the various aspects which I have out- 
lined, are unusually harmonious. The re- 
sponsibility for the erroneous processes 
of reasoning rests perhaps primarily upon 
insurance lawyers, who in presenting 
their cases to the courts, have not dis- 
criminated between dicta and decision, 
and who have viewed the several hun- 
dred cases involving accidental means 
insurance as a perplexing and confused 
mass of conflicting cases.” 

It has been on account of just that 
kind of confused thinking that two 
clearly defined lines of cases have arisen 
in an effort to reach a correct result. 
One line holds that where an unusual 
result occurs without slip or mishap, the 
resulting death or injury is not cause 
through accidental means. The other 
line holds that where the injury or death 
is itself the unusual or unexpected re- 
sult of an intentional act, such death or 
injury has occurred by accidental means, 
even though there was no slip or mis- 
hap in carrying out the intentional act. 
The arguments presented in those two 
lines of cases are really irrelevant. 


Caldwell v. Travelers 


“In the recent case of Caldwell v. 
Travelers 305 Mo. 619, the Supreme 
Court of Missouri made a most elabo- 
rate review of the authorities from Mis- 
souri and other states; overruled a prior 
line of Missouri cases and reached the 
conclusion that the unexpectedness 0 
the result could not properly determine 
whether the injury had resulted from 
accidental means. While that case was 
a step forward towards the correct rule, 
yet even it does not in anywise hat- 
monize the various elements which nec- 
essarily must be taken into considera- 
tion in order to establish criteria which 
will harmonize the many decide:! cases 
and at the same time afford correct 
tests for the future. ? 

“There are probably about a half doz- 
en cases, certainly less than a2 dozen, 
the decisions in which cannot be hat- 
monized with the views I have expressed. 
They are simply bad law. (Such are 
Rowe v. U. C. T. Assn. 186 [a. 454i 





Board vy. Continental Gas. Co. 108 So. 
464; Horsfall v. Pacific Mutual, 32 Wash. 
132; Travers v. International Travelers 
Assn. 260 S. W. 938.) 

“On the other hand, if 
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against death through ‘accidental means,’ 
is first distinguished from straight in- 
surance against ‘accidental death —a 
distinction which is free from sophistry 
and is required by the plain language 
of the policy—the first great difficulty 
is overcome. 
“If a further distinction is made in 
construing a policy which insures against 
death through ‘accidental means,’ be- 
tween (a) injuries caused by means 
which are involuntary and unintended, 
and (b) those caused by means which 
are intended, a second great cause for 
confusion is eliminated. 

“Finally, in considering whether or 
not an injury (which occurred while the 
insured, or while another with the in- 
insured’s consent, was engaged in an 
intentional affirmative course of conduct) 
was caused by accidental means, if the 
still further distinction is made between 
(a) those intentional acts which are en- 
gaged in with full knowledge of ail the 
material facts and are executed in the 
manner in which the actor intended to 
execute them, and (b) those which are 
not executed in that manner, i. e., where 
there is a slip or ignorance or both, 
harmony in the decisions is obtained 
and rational criteria may be deduced 
from them” oH 

‘Yo epitomize the law where the policy 
insures against death through “accident- 
al means,’ and to consider it in the 
ight of the distinctions which | have 
made, the following rules for the guid- 
ance of insurance companies and insur- 
ance lawyers were suggested by Mr. 
bullitt : 


Where There Is Liability; Where Not 


First: An unexpected, unusual and un- 
intended result does not impose liability 
under a policy which requires that the 
means or cause be accidental. The com- 
pany is not liable. 

Second: If death occurs as the result 
of an intentional act, engaged in with 
jull knowledge of all the material facts 
in the situation, and executed as planned, 
such death is not caused through acci- 
dental means, regardless of whether or 
not the death, when viewed as a re- 
sult, was unintended, unexpected, un- 
usual or unforseen; and the company 
is not liable. 

Third: Even though the act is inten- 
tional, and is executed exactly as 
planned, if the actor was ignorant of 
some fact in the situation, which had 
he known of it would have caused him 
to act differently, or to refrain from 
the act altogether, and which was ma- 
terial, in that but for its existence the 
injury would not have resulted from the 
act, the means is accidental; and the 
company is liable. 

Fifth: Of course, if the force is ap- 
plied without the insured’s consent, the 
company is liable. 

Sixth: If disease cooperates, even with 
accidental means, in producing an un- 


> i result, the company is not 
lable, 





GETS GROUP DISABILITY 


Complete group insurance for the em- 
Ployes of the Holland Manufacturing 
Ompany of Willimantic, Conn., has been 
made possible by the addition of group 
disability policies written in the Connec- 
heut General. Eight years ago the Hol- 
and Company added Connecticut Gen- 
tral group life insurance to its welfare 
program and the families of several em- 
Dloyes have already received benefits. 
a disability insurance was written 
Tough the H. E, Robbins Agency, 
Orwich, Conn. 


. ther concerns recently adding Con- 
necticut General group life or disability 
surance to their welfare plans include: 
\merican Butter Co., Kansas City, Mo.; 
ational Better Business Bureau, Inc., 
ew York; the Wyoming Shovel Works, 
yoming, Pa.; O. W. Ketcham, Crum 
a Pa.; Clover Leaf Manufacturing 
C,.” Honesdale, Pa.; Mott Gore Drilling 
Men cuutington, W. Va., and the Vogt 


“anufacturing Corp., Rochester, N. Y. 


Present Taxation Is 
A Social Injustice 


TALK OF CHANDLER BULLOCK 
Thinks Premium Tax Economically Un- 
sound; Suggestion of Cost Reprisal 
in States Which Discriminate 





Chandler Bullock, president of the 
State Mutual Life, discussed taxation so- 
cial injustices in his address before the 
Life Presidents last week. 

He told of the social contribution of 
life insurance and asked why life insur- 
ance shouldn’t be a special mark for 
revenue seekers. A tax on premiums is 
economically unsound. 

“Economists and_ sociologists have 
urged that life insurance premiums 
should be freed of any tax beyond an 
amount necessary to defray the actual 
cost of supervision of the business by 
the state in the interest of policyholders. 
This was in fact the theory of the ear- 
liest taxes upon life insurance policy- 


holders in this country. 


“But there is a still more powerful 


reason why the state should consider the 
social benefits of life insurance and not 
impose a tax higher than is levied upon 
almost every commercial enterprise. 
That reason is the fact that but for this 
tax, self-imposed, of the life insurance 
policyholder, it would be necessary for 
the states to increase largely their reve- 
nues or dispense with some of their nec- 
essary public services. If the benefi- 
ciaries of life insurance policies did not 
receive the hundreds of millions paid to 
them annually by life insurance compa- 
nies, the states, counties and munici- 
palities would face the necessity of mak- 
ing far greater provision for public char- 
ities, and enormous burdens consequent- 
ly would be imposed upon relatives, 
friends and the liberal-hearted for the 
care of widows and orphans left penni- 
less or nearly so. Other results from 
such a situation, the disorganization and 
disruption of the home, and the lack of 
good home influence, would also have an 
adverse effect upon social conditions. 


Easy Targets 


“Instead of encouraging this great 
modern social necessity by liberal tax 
provisions, we find the states have im- 
posed excessive taxes upon life insur- 
ance premiums as compared with other 
subjects of taxation. We find that when 
legislatures need additional revenue life 
insurance premiums are _ frequently 
singled out as an easy target for the tax- 
gatherer. To impose further taxes upon 
life insurance premiums, is, under the 
theory we believe to be correct, equiva- 
lent to selecting a certain group of citi- 
zens already bearing their share of gov- 
ernmental costs and saying that, inas- 
much as we need additional revenue, 
your tax bill will be increased a certain 
percentage—while others need pay only 
the normal tax. We have never heard 
of any such proposal being made except 
through the indirect process of singling 
out life insurance policyholders and put- 
ting additional tax burdens upon them. 

“A tax on the premium receipts of life 
insurance companies is an indirect tax 
on life insurance policyholders. 

“The point I wish to stress is that 
indirect taxes on life insurance policy- 
holders differ from other forms of indi- 
rect taxation in one very vital respect. 
The typical and usual indirect taxes are 
imposed upon luxuries. Life insurance 
is not a luxury. It has become so woven 
into the fabric of our civilization as to 
become a virtual necessity. The indirect 
taxation of life insurance policyholders, 
therefore, involves the worst features of 
indirect taxation—the taxation of indi- 
vidual purchases of a necessary social 
and economic service. 

“If the wealthy, or the moderately 
well-to-do were the only purchasers of 
life insurance protection, we might be 


less vigorous in our argument. On the 
contrary, the wealthy and moderately 
well-to-do constitute only a very small 
group of the 62,000,000 individual hold- 
ers of life insurance policies. The great 
social service of life insurance lies in the 
fact that it makes possible for the men 
and women of moderate means, who de- 
sire a reasonable assurance of the future 
welfare of their dependents, to have that 
assurance immediately which otherwise 
they might never have and at best could 
only anticipate after years of penurious 
saving. For the poor, industrial insur- 
ance makes possible a decent burial in- 
stead of a pauper’s grave and some help 
to the bereaved family. 

“The states, however, continue to ig- 
nore all these sound economic and social 
arguments, continue to exact an exorbi- 
tant tax from those citizens who need 
the protection of life insurance. If the 
toll exacted from life insurance pre- 
miums under authority of the various 
states is consolidated and expressed in 
terms of an income tax, we find that life 
insurance companies are paving in state 
and local taxes more than 55% of their 
net income as computed on the basis of 
typical state income tax laws. 

“Attention of the states should be di- 





CHANDLER BULLOCK 


rected also to another injustice to life 
insurance policyholders resulting from 
state laws—discrimination between poli- 
cyholders as a consequence of the vary- 
ing state tax rates. Yet these very same 
states have stetutes prohibiting compa- 
nies from discriminating between their 
policyholders of a given classification as 
to rates of premium, dividends or other 
benefits. 

“T am certainly not overbold in saying 
this frankly:—If some states insist on 
passing a premium tax higher than the 
prevailing average, it may be necessary 
for the companies to correct this delib- 
erate, discrimination against the great 
body of our policyholders in all the other 
states. I mean by this if more states 
pass a higher premium tax, we may have 
to begin to consider in all states deduct- 
ing the respective premium taxes from 
the dividends paid to the policyholders 
resident of the respective states. In this 
way only, perhaps, can complete equity 
and fair dealing be secured. In this way 
we cannot only equitably, but legally, re- 
move the offense of cornpany discrimina- 
tion against our policyholders and pass 
it over to the states where it belongs. 


Taxation Theories 


“There are three theories commonly 
advanced upon which a citizen may be 
subjected to taxation. 

(1) The cost theory, which holds that the 
government should take taxes from each in ac- 
cordance with the expense or cost which the 
government incurs in his behalf. 

_ (2) The benefit theory, that each should pay 
in accordance with the benefit or service he 
receives from the state. 


(3) The ability theory, which would collect 
from each in accordance with his ability to pay. 

“The cost theory is not a justification 
for the present basis of life insurance 
taxation for life insurance is relieving 
the state of costs, not placing burdens 
upon it. Nor does the benefit theory 








If you are a Provi- 
dent policy holder 
you ll believe there 
really is a Santa 
Claus when you see 
our new net cost. 


Wells & Connell 


General Agents 
Provident Mutual Life 


33 Liberty St., - New York 
Phone: John 3771 











RETURNS FROM FIELD TRIP 





H. E. Niles, Ass’t Manager, Research 
Bureau, Makes Intensive Study of 
Agency Office Costs 

Henry E. Niles, assistant manager of 
the Life Insurance Sales Research Bu- 
reau, has just returned from a field trip 
during which he conducted a comprehen- 
Sive survey of agency costs in several 
cities. Mr. Niles visited Chicago, where 
he attended the annual meetings of the 
Association of Life Agency Officers and 
the Life Insurance Research Bureau. He 
then conducted investigations in Madi- 
son, Wisconsin; Columbus, Cleveland, 
Detroit and Washington. 

The detailed study by the bureau of 
office costs in an agency is a compara- 
tively recent development, and has at- 
tracted favorable comment. At present, 
the bureau has prepared two forms of 
analyses, one fitted to the needs of an 
agency producing over one million dol- 
lars of business annually and the other 
in less detail for smaller agencies. Each 
individual analysis contains a récord of 
new business expenses, such as salaries, 
rent, travel, advertising, agency meetings, 
etc., which are incurred in the carrying 
cn of new business; and for old business, 
such expenses as salaries, rent, postage, 
etc., incurred in collecting renewal pre- 
miums and handling policy loans. These 
are then compared with similar costs in 
other agencies of approximately the same 
size. Based on these costs the probable 
returns to the general agent on the pro- 
duction of $1,000,000 of new business are 
prepared. 

This analysis is designed to furnish a 
general agent with a true picture of the 
costs of producing new business and in 
caring for business already on the books. 
It is the bureau’s belief that it is diffi- 
cult for a general agent to draw up ap- 
nropriate plans for his agency without 
knowing the relative costs of carrying on 
his present work. 








justify the present status, for, the states 
are taking for purposes other than the 
ccst of its service in the supervision of 
insurance, 96.35% of the revenue col- 
lected from insurance companies. Nor 
does the ability theory justify the states’ 
exactions from life insurance premiums. 
As we have pointed out, the great mass 
of life insurance policyholders are per- 
sons of moderate, or less than average 
means, and the margin of their income 
over the necessities of life does not justi- 
fy taxation of the small amount they 
have available for the purchase of life 
insurance.” 
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Vincent Coffin Joins 
Penn Mutual in June 


HE WILL DIRECT EDUCATION 





Remains at New York University Until 
End of May; Made Fine 
Reputation Here 





Vincent B. Coffin, one of the most tal- 
ented young men in the insurance busi- 
ness and director of the life insurance 
school of the New York University, will 
go to the Penn Mutual Life on June 1 
as director of education. In May, 1928, 
he will have finished two years at the 
New York University during which time 
he built up a wide following by his mag- 


ae 














VINCENT B. COFFIN 


netic personality and his valuable teach- 
ing and general all around helpfulness. 

Mr. Coffin remains with New York 
University until the end of the school 
year at the end of May. The enrollment 
for the January class looks to be the 
largest the school has ever had as a re- 
sult of the remarkable progress of the 
present class which graduates on Decem- 
ber 31. Associated with him is Ralph G. 
Engelsman, one of the best of the edu- 
cators. 


Mr. Coffin’s Career 


Mr. Coffin comes of insurance stock. 
His grandfather, O. Vincent Coffin, was 
for years engaged in fire insurance in 
Connecticut, and was Governor of that 
state in 1895-1897. His father, Edward 

Coffin, became supervisor of the 
Home Office Agency of the Connecticut 
Mutual in 1907. Since 1910 he has been 
the Provident’s general agent at Albany. 
Mr. Coffin was born in 1897. He was 
graduated from Noah Webster School in 
Hartford in 1910, from Albany Academy 
in 1915 and from Wesleyan University 
in 1919. In that same year he was a 
graduate of the Carnegie Tech life in- 
surance class, his teachers having been 
Dr. John A. Stevenson, Griffin M. Love- 
lace and Edward K. Strong. 

He became a soliciting agent for the 
Provident at Utica in 1920-1922, And then 
he removed to that company’s Albany 
office in 1922, acting first as cashier and 
later as assistant general agent, 

Mr. Coffin’s teaching of life insurance 
began in 1925, when he put on a short 
course for the Albany Life Underwriters. 
This was followed by work at six sum- 
mer schools, as an assistant to Mr. Love- 
lace—two each in Rochester, Buffalo and 
Oklahoma City, 1925-1926. In 1927 the 
Boston Life Underwriters’ Association 
conducted a summer school, and Mr. 
Coffin was its director. In 1927-1928 he 


taught six classes, with a total member- 
ship of 900, at New York University. 


Active in Life Underwriters 


Mr. Coffin has been interested in life 
underwriters’ association for a number 
of years. He was vice-president of the 
Utica Association; president of the Al- 
bany association, and is now secretary 
of the New York State Association. 

“It is the intention of the Penn Mutual 
to provide for its agents up-to-date edu- 
cational facilities, and the engaging of 
Mr. Coffin as director of education is a 
guarantee that the company’s equipment 
will be second to none,” said Hugh D. 
Hart, vice-president. 





ENGELSMAN CO-DIRECTOR 
New York University Training Course 
Announcement; Four Years at Uni- 
versity; Big Personal Writer 
The New York University Educational 
Committee of the Life Underwriters’ As- 
sociation, through Edward J. Sisley, 
chairman, announces that in co-operation 
with Griffin M. Lovelace it has under 
consideration a successor to Mr. Coffin. 
The committee is happy to announce that 
Ralph G. Engelsman, who will act as a 
co-director with Mr. Coffin’s successor, 
has agreed to remain active in the New 
York University Training Course. “In 
retaining Mr. Engelsman’s services as 
co-director, he having served as special 
lecturer for the past four years under 
Griffin M. Lovelace and with Vincent B. 
Coffin, the University Committee feels 
that the training course will profit by his 
continued co-operation,” the committee 

said this week. 

Mr. Engelsman is one of the best 
young agents in New York. He pays for 
about $1,000,000 a year. 





BOSTON ELECTION 





David Sprague Heads Life Underwriters; 
Roger B. Hull Spoke at Banquet 
Wednesday Night 
With an attendance of more than three 
hundred members and guests and the 
newly appointed managing director of the 
National Association, R. B. Hull. as the 
principal speaker—marking his first ap- 
pearance before an audience of Boston 
insurance men—the 44th annual meeting 
of the. Boston Life Underwriters’ Asso- 
ciation, held at the University Club, Bos- 
ton, on Wednesday evening, was a red- 

letter occasion. 

The annual election preceding the 
banquet resulted in the election of the 
following officers and executive commit- 
tee: President, David Sprague, Union 
Mutual: vice-presidents, William E. 
Hewitt, Equitable, and Alex M. Hammer, 
Provident & Mutual; secretary-treasurer, 
Charles C. Gilman, National, Vt... Ex- 
ecutive committee—Merle G. Summers, 
chairman: H. M. S. Aiken, Frank Bobst, 
T. W. Teness, Joseph E. Lockwood, 
George H. Tracy and Michael F. Gro- 
den. John P. Muir was re-elected ex- 
ecutive secretary. F 

President Stanford Wright submitted 
a comprehensive report dealing with the 
activities of the association during the 
past year. 





$1,000,000 ON McFADDEN 





Editor Of Ten Magazines And Physical 
Culturist Easily Passes Examina- 
tions At Age 60 

A line of $1,000,000 insurance has been 
taken out on the life of Bernarr 
McFadden, publisher of ten magazines 
and a New York daily newspaper called 
“The Graphic.” Mr. McFadden is sixtv 
years old and for years was the lead- 
ing physical culture protagonist in the 
United States. He walks many miles 
every day and easily passed the examina- 
tions. The policies were taken in these 
companies: Mutual, Equitable, Connecti- 
cut Mutual, Provident and Penn Mu- 
tual. The agent was H. P. Miller. The 
business was written through Ives & 
Myrick. 





Massachusetts Mutual 


THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. There is no better company 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 

















What’s Ahead ? 


states. 








If the answer does not satisfy, learn the advantages of a 
contract with Fidelity. More than 36,000 direct leads a | 
year from Head Office lead service. 
Fidelity is a low net-cost Company, operating in forty~ 
Full level net premium reserve basis. 
$350,000,000 insurance in force—growing rapidly 
Write for our booklet ‘‘What’s ahead ?’’ 


The Fidelity Mutual Life Insurance Company 
| WALTER LeMAR TALBOT, President 
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FUTURE SPACE PROTECTION 
The 





Prudential Buys Million Dollar 
Property in Newark on Which 
It Will Build Later 


The Prudential has approved the pur- 
chase by the company of property in the 
block bounded by Washington, Bank, 
Plane and Academy streets, Newark, all 
of which, with the exception of the cor- 
ner property at Washington and Bank 
streets and the corner property at Plane 
and Bank streets and one small strip on 
Bank street, is under option or contract 
to the Fiedler Corporation which has 
been acting for The Prudential. The 
purchase price involved is in excess of 
a million dollars. 

The company has no intention of 
building on the property in the imme- 
diate future and the purchase was made 
solely to provide against the future ne- 
cessities of the company when present 
quarters would have been outgrown. 





CUNARD GROUP 


The Cunard Steamship Line, the oldest 
British Line in America, has just insured 
its American employes and those of its 
subsidiary company, the Anchor Line, for 
2 total of $2,000,000 covering the lives of 
850 employes. The contract was ar- 
ranged with the Equitable Life Assur- 
ance Society. The plan includes life and 
total and permanent disability insurance. 








RUGGED COAST of MAINE 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,” whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 

















DEAF MUTE A GOOD AGENT 

Armand Victor Renstadt, of the Ralpi 
Gunst Agency at Tucson, Ariz., for the 
Missouri State Life, despite his unfortt 
nate handicap of being a deaf mute, he 
announced himself as a candidate for the 
company’s $100,000 club in 1928. Duns 
the first three weeks after becoming ®& 
sociated with the Missouri State Li 
Kenstadt produced three life ayplicatio™ 
and closed three group cases, «!l without 
a word of conversation, everything beité 
explained to the prospect on a little p 
of paper. 











TO AMEND SECTION 97 . 
Superintendent Beha of New York li 
appointed a committee which will makt 
suggestions for amendment vi Sectist 
97 so as to apply a graded scale of 7 
pense loadings to the different classes" 
life insurance instead of the pret 
limitations. Members of the comm 
are: M. Albert Linton, Provident ° : 
tual, chairman; Robert Hender 
Equitable Society; Arthur Hunter, ‘ad 
York Life; E. E. Cammack, Actna Lite: 
Edward B. Morris, Travelers. 





A meeting of the executive commit 
of the American Life convention 


held here last week. 
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Bringing Out the Best 
Points in the Agent 


F. H. DAVIS ON DEVELOPMENT 





Field Man His Closest of Contacts; 
Conscience and Loyalty; Depen- 
dence Upon Him 





In his talk to the Life Presidents 
last week, Frank H. Davis, vice-presi- 
dent of the Equitable Society, called life 
insurance the most scientific as well as 
the most practical method yet devised 
by man whereby those whose lives are 
valuable to others can protect that value. 
He called it a universal acceptance of 
a service for which there is no substi- 
tute because nothing quite so effectively 
bridges the economic gap between the 
tme a man dies and the time he should 
die. 

riaving to do with human needs and 
values and guaranteeing man’s life ob- 
jectives it is a very human business. It 
is great, not only because of its intrinsic 
value but as a result of the manner in 


which it has been conducted. Working 
separately the administrators and the 
wgents could accomplish little. Working 


together they are responsible for the 
as.ounding result we see today. The 
cgent would be heavily handicapped if 
ine management of the’ companies were 
weak or defective; the officers would 
have nothing to administer were it not 
icr the business produced by the agent. 
Continuing Mr. Davis said in part: 
The Best Sold Idea 

“In spite of the fact that one 
of the best sold ideas in the world to- 
day is that one should insure his life, 
if we waited for men to come in volun- 
tarily to make application for life in- 
surance, the funds so collected would not 
Worry our investment departments in 
trying to find an outlet for them. Men 
have to be persuaded to accept the pro- 
tection of lite insurance, and the quality 
cf that persuesion determines the extent 
of the sacrifice they will make to provide 
i. There is no competition worth con- 
sidering among life insurance companies 
hich atfects the average man’s decision 
to buy life insurance. The real compe- 
tition is, what will he do with that money 


it he does not use it to buy life insur- 
ance? Will he use it to meet some one 
of the many demands which are con- 


stantly being made upon him? Will he 
expand his business? Will he buy a 
new car? Will he send his wife on a 
irip to Europe? 

_ “Our greatest opportunity to be of 
Increased service to the public is by 
tne increased enthusiasm and efficiency 
of our agents. And right here allow me 
to say that the agent being as he is the 
only personal contact worth considering 
which the companies have with the pub- 
lic, we should constantly remind our- 


selves of the influence he has been in 
eveloping the very favorable public 
opinion which we enjoy today. His con- 


tact is a personal contact, and he in- 
terprets the spirit of his Home Office. 
e€, indeed, interprets the spirit of the 
Whole institution of life insurance, and 
the more I see of life and people, the 
more | am convinced that the influences 
hich re notent and motivating are 
Personal influences. 
et _ Helps the Farmer 
b The larmers of our country have 
fen in great distress in recent years, 
and many of the best minds of the 
country have been interested in trying 
to help them, but the man who really 
aided him, and who is helping him to- 
ay, is the county agent who goes out, 
Sits down, talks his language, brings a 
apa which is personal, visualizes with 
2 oe at least part of the problems 
ie ee him, and together they 
ie ee those problems and find and ap- 
me remedies. 

— not misunderstand me when I say 
h the credit which is given by the 
a ic efficient and honest manage- 
Sais our great companies is thor- 
ghly deserved, but these virtues, like 


honesty, integrity and good faith, stand 
out boldly, largely because they are in 
contrast with the lack of these qualities, 
without which no man has opportunity to 
render useful service in any phase of 
life or business. The man who pays 
his money to a life insurance company 
rightly expects that it will be properly 
handled, but how about the men who 
persuade him to accept life insurance 
and its service and to contribute his part 
to the mighty reservoirs of assets which 
life insurance companies are holding! 
Is not this, even a more creative, con- 
structive and useful service? If this is 
what he is expected to do, and what he 
is doing, are we not obligated to be 
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constantly on the alert to improve the 
quality of our,agency organizations and 
to make larger and better use of those 
whose capacities and abilities are al- 
ready proved. 

“Practically all companies have real- 
ized that life insurance is a profession; 
that the character of service which the 
public is demanding requires men and 
women of trained intelligence, and in 
support of that belief they have estab- 
lished training forces and have improved 
and enlarged their educational depart- 
ments so that the agents have not only 
the opportunity of becoming trained ex- 
perts but in many instances are re- 
quired to take advantage of such oppor- 
tunity. 

“What more can be done? I think we 
have yet to tap the biggest vein of 
helpfulness that can be found. I think 
we can all add greatly to the efficiency 
and capacity of our agents and thereby 
largely improve the quality of our ser- 
vice to the public by a systematic and 
energetic effort on the part of all Home 
Offices to make larger use of the agent. 
3y that I mean that he shall be encour- 
aged so to equip himself that the insured 
will recognize his need for the agent’s 
continued advice and counsel; that the 
Home Office generally will recognize the 
great value that the agent can be in a 
closer and more intimate contact with 
policyholders, thereby humanizing Home 
Office service by making it personal. 

“Tt should be borne in mind that an in- 
surance transaction is not cnly one of 
the most important financial transactions 
that a man makes during his lifetime, 
but it is also oné in which the insured 
shares with the agent in a most intimate 
way- his personal hopes and ambitions. 
Therefore, it is important, in my judg- 
ment, to equip agents so that they may 
challenge not only the respect and con- 
fidence of the public, but that they shall 
actually be recognized, as they are now 
in many instances recognized by the 
insuring public as the voice cf the 
Heme Office itself. in their respective 
communities 

Selection of Risks 


“Moreover, I believe that the life in- 
surance companies and the life insurance 
business as a whole can benefit from 
a larger use of the agent’s services in 
the selection of risks. I believe it is an 
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effront to an honorable agent to as- 
sume that in every instance, because he 
h2s a commission interest in the case, 
he is thereby qualified to pass helpful 
judgment upon the merits of a case. 
Obviously, | do not recommend that we 
go too far in this direction. All that I 
suggest is that we make proper use of 
all that we can do, and take into proper 
consideration all that he should know 
about the case. The agent who is en- 
couraged to believe that his help 1s 
wanted will find out more about a case 
than he will if he feels that the mat- 
ter of selection is entirely up to the 
Home Office and that all he needs to do 
is to present the business and then wait 
for Home Office action. Certainly, we 
should not let hope take the place of 
good judgment and depend on the agent 
for final judgment on the case. I be- 
lieve it is right and proper, practical 
and helpful, to let the honorable ager 
understand that as he grows in expe 
ence, usefulness and dependability, 
will be extended a larger measure 
confidence by his Home Office. The w 
to bring out the best men is to tri 
them as far as possible. Virtue is n 
a corporate thing except as it reflec 
the pooled virtues of all the people w! 
have contributed to the building of th. 


. corporation. 


“T believe the assumption, which is not 
intended, perhaps, but which is often 
indicated in home offices, that there is 
such a thing as geographical virtue, is 
not only wrong but harmful. Our agents 
know that virtue is not necessarily 
found only in certain degrees of latitude. 
Virtue is found in an attitude of mind 
and heart which reposes in the consci- 
ences of men and women and con- 
ceivably may be iust as prevalent a thou- 
sand miles away from the home office 
as in the home office itself. I believe 
if. agents were made more and more 
to feel that the function of home offices 
is to serve policyholders and agents, and 
that people generally in the home offices 
appreciate that in most instances the 
best and most useful way to serve a 
policyholder is through the agent, such 
attitude would tend to tremendously 
hearten and stimulate and enthuse our 
agents and thereby increase their pro- 
ductivity and usefulness not only to the 
institutions which they represent but to 
the peopel whom they are trying to 
serve. 

“T am encouraged to believe, that you 
agree with me that most good men like 
to be trusted—placed upon honor, and 
it, is surprising the small percentage of 
svch men that disappoint us when we 
do just that. Occasionally it happens, of 
corse. 

“The agents of our great companies 
who are our broadcasters, who are ou 
messengers of hope, who are our am 
bassadors in a very real and a very per 


‘sonal sense, are broadcasting message 


of encouragement and helpfulness to al’ 
the people. We are considered ta be 


and perhaps are, less thrifty than many 
other countries, yet life insurance, be- 


ILINOIS LIFE NSURANCE | 





cause of the agent, is outstanding today 
in greater volume in the United States 
than in all the countries of the world 
combined, and the dependable and the 
efficient agent—and his name is legion— 
who stands on the frontiers throughout 
our country, if given proper encourage- 
ment and support by his home office 
can be depended upon to not only prop- 
erly interpret the spirit of his home of- 
fice but to faithfully reproduce his mas- 
ter’s voice.” 





The Equitable has written a group on 
the Harvard Athletic Association, Cam- 
bridge, Mass. It is a contributory plan 
covering eighty lives for $175,000. 





The International Insurance Exchange 
has been formed in Michigan. It has not 


keen licensed by the department. 
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A complete set of the Crusader 

series will be furnished to any 

reader upon request. Simply 

address the Ad: —. Dept., 

Phoenix Mutual Life Insurance 

Company, Hartford, Conn 
| 
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N the rigorous life of a Crusader, there 
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was no finer moment than the royal Us 


welcome which greeted his safe return. 
And the memory of hardships and perils 
added zest to the warmth of public acclaim. 


But that moment of glory, like all other moments, 


quickly passed. That was zot his real reward. 

Down through the years, he enjoyed the lasting 
respect of his fellow men. And when old age 
crept upon him, he was proud to accept the ben- 
efits of a simple feudal custom through which 
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the community took care of all his needs. 
That was his real reward for service. 

Z And that, too, is the reward of Phoenix 
% Mutual men. In Phoenix Mutual service, 
the stimulus of Home Office appreciation 
is never overlooked and work well done never 
forgotten. 

But more important still is the official record of 
service which year by year increases the Jife in- 
come which each salesman has the right to ex- 
pect at retirement. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


HOME OFFICE: 


HARTFORD. CONNECTICUT 


1927 


—., 
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MODERN CRUSADER SERIES 
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R. R. President Pleads 
For Fair Play from U. S. 


TALK OF FRED SARGENT, C. & N.W. 





Life Companies Vitally Interested Be- 
cause They Hold 2% Billions Of 


Road Securities 





Fifty-two of the largest life companies 
now own railroad securities of two and a 
half billions of the face value. This is 
the largest single class of investments 
which life insurance companies now own 
outside of direct mortgages upon farm 
and other classes of property. 

With the above as his text, Fred W. 
Sargent, president of the Chicago & 
Northwestern R. R., talked frankly of the 
railroad situation at the Astor last week 
before the Life Presidents. He thought 
the government was not giving the rail- 
roads a square deal. He pleaded for jus- 
tice. He said in part: 

“The power of the Federal government 
to regulate commerce has been estab- 
lished. The question as to whether that 
power is to be wisely exercised yet re- 
mains to be demonstrated. The problems 


are numerous, and we have with us now 
as in days of John Marshall, the ‘left 
wing, that thinks only of immediate po- 
litical gain, and seems either unable or 
unwilling to visualize the great good that 
would come through a national stable 
policy of friendly rather than antagonis- 
tic railway regulation. 

“In some quarters we hear a demand 
for the appointment of Interstate Com- 
merce Commissioners by regions, the 
only purpose being to make railroad 
rates the subject of political barter or 
trade, a revival, if you please, of the 
‘pork barrel’ method of administration 
with the owners of the properties ulti- 
nately holding only the empty barrel. 

Injustice 

“Already the railroads have been legis- 
lated out of the Panama Canal and off 
the Great Lakes. They were called 
upon through taxation to help build the 
Canal, and are now not only prohibited 
from using it, but are also prohibited 
under the law from competing for the 
business that the Canal takes from them. 
Some day the American people will real- 
ize the injustice of such a policy and 
in time it will be corrected. The policy 
now is one sustained by the influence of 
certain regions which insist that if the 
railroads compete for the Canal business, 
they should at the same time be com- 
pelled to make reductions in all inter- 
mediate rates for the service of the in- 
termediate territory. Of course the 
Canal is not expected to and could not 
serve this intermediate territory, and 
why the railroads should be expected to 
make water rates to the intermediate 
territory before being permitted to par- 
lcipate in the tonnage which is now 
taken from them by virtue of the Canal, 
Is difficult to understand. 

_ At the present time the Government 
's in the throes of attempting to deter- 
mine what constitutes value as applied 
'o railroad properties. In 1913 the La- 
‘ollette law providing for a complete 
Physical valuation was enacted, prompted 
y the belief that it would demonstrate 
that the railroads were grossly over- 
capitalized. Now that the contrary has 
een clearly established, and true value 
likely to exceed by a handsome margin 
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the total amount of outstanding stocks 
and bonds, we find on the part of the 
Government almost a right about face, 
and indeed in some places of authority 
the theory advanced that prudent invest- 
ment only should be the measure. 

“T have just finished reading a brief 
filed upon the authority of and for the 
Interstate Commerce Commission in a 
valuation case before the Supreme Court 
of the United States, and after so doing 
I am reminded of those forceful words 
of John Marshall wherein he says in 
substance that ‘Refined and metaphysi- 
cal reasoning may explain away the con- 
stitution of our country, and leave it a 
magnificent structure indeed to look at, 
but totally unfit for use.’ 


A Strange Anomaly 


“Indeed, it seems like a strange anom- 
aly to have the Government itself as one 
of the litigants against one of its citizens, 
attempting to establish some new defini- 
tion of value that would completely ig- 
nore the fact that railroad properties, 
though charged with a public function, 
are yet privately owned. In the brief to 
which I refer the Government of the 
United States is arguing to the Govern- 
ment of the United States that value 
should be determined by the level of 
rates that the Government of the United 
States.is willing to fix, rather than that 
the value which represents the security 
back of the privately owned property 
should be determined by the ordinary 


standards and the constitutional right of 
rates measured thereby. 

“It is argued that value as applied in 
the ordinary sense must not be allowed 
because it would require rates higher 
than the traffic could bear. It is hard 
to understand why the constitutional pro- 
tection against confiscation should be 
cast aside because of the argument that 
to give force to such constitutional pro- 
tection might allow rates higher than 
the traffic could bear. If the traffic will 
not bear such rates, then, of course, they 
cannot and will not be made, but this 
fact should not be advanced as a reason 
for destroying the constitutional protec- 
tion thrown about the private ownership 
of all private property whether or not it 
is impressed with the public service. 

“Up to 1920, substantially all legisla- 
tion of both the national Congress and 
the State Governments had been of a 
restrictive and repressive character. 

“We must not by a niggardly and un- 
wise policy permit our railroads to drift 
back again to the state of inefficiency 
which resulted in Government control 
and operation upon our entrance into 
the World War. 

The railroads constitute the greatest 
single industry in America. They and the 
companies directly dependent upon them 
for business are our largest contributors 
to prosperity. The great bulk of the 
money which the railroads collect is im- 
mediately paid back to the people in the 
form of wages, taxes, and in the pur- 
chase of supplies and materials. The 
mass of the people cannot afford to have 
such an industry crippled by ‘refined 
and metaphysical reasoning’ founded on 
premises which concede to the carriers 
only a bare living. 

“Railroads must be permitted to earn 
something more than merely enough to 
pay the interest on their bonds and a 
fair. return to their stockholders, pro- 
vided, of course, that just and reasonable 
rates, measured by what the traffic will 
reasonably bear, will produce such a re- 
sult. They must be permitted to earn a 
surplus in the good years to tide them 
over periods of depression, and_ they 
ought to be permitted to earn a sufficient 
surplus every year to take care of those 
capital expenditures of a public charac- 
ter which in and of themselves add noth- 
ing to earning capacity.” 





WILL VISIT WEST INDIES 
Mary Z. Shapiro of the New York 
Life will sail for the West Indies on 
December 29, on the S. S. “Franconia.” 


Lecturers for the 
Insurance Institute 


LIST FOURTEEN 


Moir, Murphy, Thompson, MacLean, 
Craig, Hunter, Taylor, Howell, Madden, 
Carpenter, Hoskins, Laird, Marshall 


EXECUTIVES 








Some of the best 
business are to deliver the Insurance 
Institute lectures in the new life in- 
surance course. The first lecture will be 
by President Henry Moir, of the United 
States Life, his subject being “Life In- 
surance Companies.” This will be on 
January 3. Lectures will then follow 


at intervals of a week until’ the last 
lecture on April 3 by Arthur Hunter, 
vice-president of the New York Life, 
who will discuss settlement options and 
review the course. The other lecturers 
follow: 


January 10. Ray D. Murphy, vice-presi 
Equitable Society. seat iaae ncaa 
_january 17. John S. Thompson, mathema- 
tician, Mutual Benefit Life. ‘ “4 
January 24. Joseph B. Maclean, 
actuary, Mutual Life. 


January 31. James D. Craig, actuary, Metro- 
politan. 

February 7. _ Charles G. Taylor, assistant 
manager, Association Life Insurance Presidents. 

February 14. Valentine Howell, assistant ac- 
tuary, Guardian Life. 

February 21. James L. Madden, vice-presi- 
dent, Metropolitan. 

February 28. Raymond V. Carpenter, actu- 
ary, Metropolitan. 
_March 6. William J. Graham, vice-president, 
Equitable Society. 


March 13. J. E. Hoskins, assistant actuary, 


Travelers. 
John M. Laird, 


authorities in the 


assistant 


March 20. 
Connecticut General. 


March 27. E. W. Marshall, actuary, Provi- 
dent 


vice-president, 


Mutual. 





Cc. L. U. CERTIFICATES 





First Batch Of Applications Sent Out By 

Secretary Ensign; Procedure That 

Is Followed 

The first batch of applications for the 
Certificate of Life Underwriters has 
been forwarded to the board of admis- 
sions of the American College of Life 
Underwriters by Everett N. Ensign, ex- 
ecutive secretary of the National Asso- 
ciation. The personnel of the board has 
not as yet been made public. 

The board will investigate all appli- 
cations, and where an application is 
found to be satisfactory, a certificate will 
be issued and the recipient of the cer- 
tificate will also be sent a leather card 
case containing a card of certification. 
This will be of value as showing the 
owner’s standing as a life underwriter of 
rank. 

Any life underwriter whose chief and 
principal business is life underwriting; 
who has been in the business three years 
or longer and who is a member of the 
National Association of Life Underwrit- 
ers may apply for this certificate. 

An applicant must fill out the applica- 
tion for the National Association cer- 
tificate and send it direct to the National 
Association, accompanied by a letter 
recommending him signed by the presi- 
dent and secretary of the local associa- 
tion. The application and the letter will 
then be sent directly to the chairman, 
board of admissions, who will submit 
the application to a committee, chosen 
by the American College of Life Under- 
writers. 

Many of the most prominent under- 
writers of the country have applied for 
certificates. 
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| HE Equitable Life-Assurance Society 
of the United States has a well equipped 
Financial Department, or, to be exact, 
two departments—one in charge of a 
Treasurer with a staff of expert assistants 
and advisers, and the other in charge of a 
Manager of Mortgage Loans and Real 
Estate with a staff of experts experienced 
in handling real estate and selecting first 
mortgage loans. These advantages, to- 
gether with long experience and valuable 
records, make the Society an expert in the 
investment of capital. More time and 
attention is given, moreover, to the care 
of investments than is spent in making 
them. No individual or small corpora- 
tion can afford to offer such advantages to 
those who seek protection for their sav- 
ings. All this being so, those who leave 
their money with the Equitable for safe- 
keeping during their lifetime will act 
wisely, if after they have passed away the 
Equitable continues to be the financial 
agent of their beneficiaries. 

It is the policy of the Equitable to im- 
press the fact upon its agents that their 
most important clients are not the men 
whose lives are insured, but those to whom 
the money is to be paid when their policies 







. Most Important 
Clients 








mature. This being so, it is obvious that 
when a policy is taken by a well-to-do 
applicant the wisest course is for him to 
take a small policy payable in cash, to 
clear away the obligations which accumu- 
late when a man dies, and to take the rest 
of the insurance payable in the form of a 
monthly income during the lifetime of the 
beneficiary. There is a variety of insur- 
ance contracts of this character, two of 
which are very attractive. One of these, 
the Life Income Policy, is most appropri- 
ate in a case where one beneficiary is to be 
provided for, such as a wife or daughter. 
For a man who wishes to provide for his 
wife and his children, the Guaranteed 
Investment Policy is the most appropriate 
contract. This policy gives the wife an 
exceptionally liberal income as long as 
she lives, after which the full face of the 
policy is paid to the children, to be in- 
vested for their future support. 

The Equitable has openings for young 
men who have had some business exper!i- 
ence but who have not been identified 
with life insurance. Such men can earn 
a good living while they are being trained 
by the company in accordance with its 
methods and ideals. 


THE EQUITABLE LIFE ASSURANCE SOCIETY , 
of the UNITED STATES 


393 Seventh Ave. 


W. A. DAY, Chairman of the Board 


New York 


THOMAS I. PARKINSON, President 
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Need Of Revising 
Investment Statutes 


CHANNELS NARROW, SAYSLOOMIS 





President Of Connecticut Mutual Life 
Describes Trend Of Investments; 


1% Billion Dollars 1927 Gain 





The admitted assets of the country’s 
life companies have increased more than 
one and one-half billion dollars in 1927. 
It sets a new record. More than four- 
teen billions of the companies’ invest- 
ment fund is at work within the United 
States building up the country. President 
James Lee Loomis of the Connecticut 
Mutual, armed with data from 52 lead- 
ing companies, having assets of more 
than thirteen billions, presented the fol- 
lowing table to the Life Presidents last 
week as the percentage which each group 
of investments bears to the total as- 
sets as follows: 











Per Cent 
Amount of Total 
Farm mortgages .....$1,999,000,000 15.2 
Other mortgages .... 3,717,000,000 ® 28.2 
Total mortgages ..... $5,716,000,000 43.4 
All government bonds. 1,115,000,000 8.5 
Railroad bonds and 
SEDOKS: 605s 'sveveterate 2,574,000,000 19.5 
Public utility bonds 
and stacks: gd... 1,019,000,000 7.7 
Other bonds and stocks 208,000,000 1.6 
Total bonds and stocks$4,916,000,000 34.3 
All other admitted 
BESRIS os Raheee o0:s 2,548,000,000 19.3 
Total admitted assets $13,180,000,000 100.0 


Asset Fluctuations 

In a 514 year period, ending with 1927 
United States Government securities 
have decreased from $801,000,000, at 
10.7% of the admitted assets, to $435,- 
00,000, representing at present 3.3% of 
the assets. Eleven years ago, and prior 
to the War, this, of course, was a nomi- 
nal item standing at $1,500,000. 

State, county and municipal bonds in 
volume have a little more than held their 
own—$348,000,000 six years ago, against 
$356,000,000 at present, with a reduction 
in percentage to admitted assets from 
46% to 2.7%. 

Canadian Government Bonds have also 

a little more than held their position, 
$157,000,000 at 2.1% of the admitted as- 
sets, against $290,000,000, or 2.2% of the 
assets at present. 
Six years ago, other foreign govern- 
ment bonds stood at $111,000,000, or 1.5% 
of the assets. This item has decreased to 
$34,000,000, and now represents but .3% 
of the assets. 













Prophecies 

Taking the role of a prophet Mr. 
Loomis said: 

“The movement in favor of city mort- 
Sages has been so pronounced, it seems 
likely to continue in view of the rela- 
tively favorable factors. 

“The prospect of large capital expendi- 
tures in the public utility field will un- 


doubtedly continue to attract life insur- 
ance money to this type of investment. 
No greater care is exercised in the in- 
vestment of trust funds anywhere than 
the care with which the resources of the 
life companies are invested for the bene- 
fit of their policyholders. As a most dis- 
criminating investor would proceed, so 
the contribution of the life companies to 
the development in this field must be de- 
termined by the very soundness and at- 
tractiveness of the securities offered. 
“The amount of additional life insur- 
ance money going in the direction of 
farm loans will naturally be governed by 
the need for additional capital loans, the 
amount to be contributed by Federal and 





JAMES LEE LOOMIS 


Joint Stock Land Banks, and the general 
attractiveness of the investment. 

“Any substantial building up of the 
investment in railroad bonds seems not 
a matter of security, for the great ma- 
jority of railroad bonds appear thorough- 
ly well secured, but a question of supply 
and a question of interest rate. 

Into these four groups (city mortgages, 
public utility bonds, farm mortgages and 
railroad bonds) went about 75% of the 
increase in assets in 1927. Is this limited 
diversification sufficient to meet present 
and prospective conditions ? 

“There are many strong and attrac- 
tive investment issues, well tested, in 
other lines of industry, that in the past 
twenty years have become more and 
more necessary to the public welfare and 
progress, into which it seems, with wise 
limitation, we all might have some ad- 
mission. At least $8,000,000,000 are in- 
vested in the basic industry of steel; at 
least $8,000,000,000 of capital, surplus and 
profits are invested in the absolutely 
necessary function of banking and trust 
company service, to mention but two im- 
portant fields. ‘ 

“The resources of the life companies 
during the twenty-two years, ending with 
1926, as shown by Mr. Ecker’s paper of 
last year, became five times as great, 
while the national wealth became less 


than three and one-half times as great. 
No small proportion of this increase in 
national wealth has been in lines of in- 
dustry to which life insurance funds, by 
limitation of statute or strongly en- 
trenched investment views, have made 
but small if any direct contribution. By 
the same token, rapidly growing re- 
sources of savings banks, trust funds in 
the hands of trust companies, building 
and loan funds, have almost entirely 
gone into the same restricted channels— 
further restricted by the annual retire- 
ment of a billion doilars of the Govern- 
ment debt.” 


Mr. Loomis briefly presented his idea 
of what companies are seeking to estab- 
lish an investment structure so consti- 
tuted that it will accomplish three re- 
sults: 

Stand stress and strain in any direction 
and provide the greatest possible secur- 
ity for policyholders; 

Make the largest possible contribution 
to national wealth and welfare, because 
the body of our policyholders is the body 
of the commonwealth; and 

Produce for the policyholders and their 
beneficiaries the best possible investment 
return consistent with the foregoing ob- 
jectives. 

Some of our investment statutes, very 
well adjusted to conditions twenty-five 
years ago, may need revision, that they 
may all the better accomplish the pur- 
poses for which they were enacted. 
Whatever the statutes may be, the se- 
curity of the invested funds rests pri- 
marily in the integrity, character and 
intelligence of each company’s execu- 
tives; and with what faith and confidence 
our policyholders and their beneficiaries 
may look for contentment and satisfac- 
tion in the future, is attested by the un- 
excelled investment record of the past. 





KEFFER APPOINTMENTS 





E. H. Hastings, Assistant General Agent, 
And Warren H. Preble, Manager 
Of Brooklyn Department 


E. H. Hastings has been appointed as- 
sistant general agent of the R. H. Keffer 
Agency of the Aetna Life, 100 William 
Street, New York. He went with the 
Aetna in 1899 as a clerk at the home 
office. For ten years he was a home Of- 
fice auditor, after which time he was 
cashier in the Aetna office in Cleveland. 
Next he was transferred to the New 
York office to be associated with the 
new business department. 


Warren H. Preble has been appointed 
manager of the brokerage department 
of the Keffer Agency he started with 
the Aetna in 1924 at the Home Office 
in the group department. Later he 
became rmhanager of the group de- 
partment at Boston, and in February, 
1927, was transferred to New York as 
manager of the group department here. 
This Fall he became associated with the 
agency in the brokerage department. Mr. 
Freble is a graduate of the University of 
Maine. 


WALLIS AGENCY CELEBRATES 





Much Enthusiasm Shown At Its Christ- 
mas Luncheon; Ahead Of Its 1926 
Production By $1,000,000 
The F. A. Wallis Agency of the Fi- 
delity Mutual Life in New York cele- 
brated at a Christmas luncheon last Sat- 
urday the news that it had gone ahead 
of last year’s production by $1,000,000 in 
paid-for business. With 125 present, a 
good lineup of speakers, and Manager 
F. A. Wallis in perfect form as the 
master of ceremonies, much enthusiasm 
was shown over the announcement: of 
the winners in several agency contests. 
_ Mr. Wallis, who is noted for his abil- 
ity to get interesting men to talk at his 
affairs, first presented Dr. Frank Peer 
Beal, executive secretary of the Com- 
munity Council, whose talk was on the 
relationship of the Community Council 
to life insurance. It was an interesting 
talk because the aim of the council is 
to help the boys and girls of New York 
City, keeping them off the streets and 
making the city playgrounds accessible 
to them. The tieup with life insurance 
came when Dr. Beal said: “Just as we 
take care of these youngsters in early 
life, so do you life insurance men pro- 
tect them by your policies in later years. 
The next speaker was A. V. Carkhuff, 
an associate of Louis Schlesinger, Inc., 
of Newark, which does a real estate, in- 
surance and mortgage loan business. Mr. 
Carkhuff is the mortgage loan authority 
in that office and he spoke on the re- 
lationship of mortgage loans through life 
insurance companies. Rev. Edward W. 
Hale, assistant minister of the Fifth Ave- 
nue Presbyterian Church of New York, 
was the last speaker and his talk was 

inspirational. 





PAID TO R. R. COMPANIES 


Since January 1, 1927, sixteen railroad 
companies throughout the United States 
have received $650,686 paid by the Equit- 
able Society on group insurance cover- 
age. The total number of claims re- 
ported by these companies is 434 thus 
making the average received $1,960. The 
average policy carried by employes of 
these roads is fixed at $1,795. Of the 
total number of railroad claims paid so 
far this year 41.2% carried no other in- 
surance. 





MID-CONTINENT PARTY 

The Mid-Continent Life will celebrate 
Christmas with a party for officials and 
employes of the home office, their fami- 
lies and friends, the night of December 
22 in the assembly hall of the new build- 
ing. Old Saint Nick will be among the 
party and distribute Christmas cheer 
from a huge Christmas tree. The an- 
nual agency convention for this com- 


pany has been announced for January 
6 and 7. 





CANCEL CHARTER 
The charter of the Texas Mutual Lite, 
which later became the Bankers Life of 
Dallas, has been canceled. 
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Policy. 







A POLICY FOR EVERY APPLICANT 


The Lincoln National Life is now in position to offer everybody a 


| 
| 
In addition to its wide scope of policies written over an age range of 
| from 1 day old to 70 years and its substandard service covering employ- 
| ment hazards and physical impairments, it presents a Retirement Income 
olicy written upon men or women without physical. examination. 
| The Retirement Income Policy, which has death benefits, cash sur- 
tender values, loan values and providing either a life annuity or refund 
| annuity to begin at an age elected by the insured, gives Lincoln National 
ife agents a chance to offer some férm of policy to every applicant. 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 
More Than 500 Millions in Force 


Fort Wayne, Indiana 











Pennsylvania 








Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


Founded 1865 
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John H. Scott To Open 
Jamaica, L. I., Office 


C. A. MUNDE 





ITS MANAGER 





This Expansion Is Part of Agency’s 1928 
Program; Now 2nd in Paid-for 
Volume for Home Life 





As a part of its 1928 program of ex- 
pansion, the John H. Scott Organization, 
general agents of the Home Life of New 
York in Brooklyn, will open a Jamaica, 
Long Island, branch office on January 1. 
This office will be under the supervision 
of Charles A. Munde, who has been with 
the agency for the past four years. It 

















CHARLES A. MUNDE 
_ will be located in the Bank of Man- 
hattan Building, Jamaica. 

Mr. Munde is a graduate of the life 
insurance school at New York Univer- 
sity and has always been with the John 
H. Scott Organization. He has proven 
himself to be a consistent personal pro- 
ducer and a good exccutive. 

The agency will complete its eleventh 
year as general agents for the Home 
Life this month. Its purpose in opening 
a Jamaica office is to render better serv- 
ice to its Long Island agents and brok- 
ers. 

Mr. Scott, the general agent, started 
in the life insurance business fresh from 
the Brooklyn Y. M. C. A. where he had 
been physical director. That he has 
made a success is demonstrated by the 
fact that his agency now is second in 
paid-for production among Home Life 
general agencies throughout the country. 
It has always stood high among the 
company’s leaders. 

Mr. Scott is assisted by Frederick 
Usher, who acts as office manager and 
educational adviser of the agents in the 
office. Mr. Usher also directs the pub- 
lication of “The Dotted Line,” the at- 
tractive paper which the agency sends 
out monthly to brokers. 





MUTUAL LIFE DIVIDENDS 


The Mutual Life has announced its 
1928 annual dividend scale. Some of the 
new dividends follow: 

ORDINARY LIFE 


Year End of 

of Policy —Age at Issue— 
Issue Year 20 30 50 
ot OEE 1 $6.30 $7.24 $11.65 
eee) ecwenat 8 7.Bk 8.58 14.80 
ey 18 8.80 10.85 18.81 





The New Jersey General Agency, Jer- 
sey City, has been incorporated with 
1,000 shares, no par value. The incor- 
porators include Leroy J. Ellis, Lester 
Macbain and J. De Lyon Howth, all of 
New Jersey. 


E. T. Wells, General Ag’t. 
National Life Of Vt. 


TO RUN 149 BROADWAY OFFICE 


Abner Brown and J. Henry Huntington, 
Jr., Will Be Supervisors; All 
Well Known 





Edgar T. Wells, for years chief lieu- 
tenant of L. A. Cerf in the Mutual Bene- 
fit’s general agency here, has been ap- 
pointed general agent of the National 
Life of Vermont, and will succeed A. H. 
Gseller, who will remain with the agency. 
This agency is at 149 Broadway, but 
larger offices will probably be obtained. 

Associated with Mr. Wells as super- 
visors will be Abner Brown and J. Harry 
Huntington, Jr., now supervisors in the 
Cerf agency. 

Mr. Wells joined the Mutual Benefit 
twenty-two years ago in Brooklyn and 
later became secretary to Mr. Cerf. He 
then became his chief assistant. He 
stands well with the entire insurance fra- 
ternity and is an intelligent worker. Ab- 
ner Brown has been with Mr. Cerf for 
twenty-three years and there are few 
agents or brokers in town whom he 
dcesn’t know. He is an unusually able 


insurance man. A year after he went 
with the Mutual Benefit he took on for 
Mr. Cerf a bright young man. That 
was Mr. Wells. 

J. Henry Huntington, Jr., was manager 
of the Bronx office of the Mutual Bene- 
fit and of the Forty-fifth Street office. 





W. E. STARRETT.A SUPERVISOR 

W. E. Starrett has been appointed 
manager for the Peoria Life for the 
state of Illinois, excepting Chicago. 


Mr. Starrett has been with the company 
for seventeen years, always working in 
the state he now manages. His district 
includes the home office. 





PAGE ABOUT HENDERSON 
A page story about Robert Hender- 
son, second vice-president and actuary 
of the Equitable Society, and an inter- 
view with him, appeared in the Brook- 
lyn “Eagle” of December 11. 

















our Reputation. 





EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through 
an Agency Force of Selected and Trained 
Men, has Formed the Character that Explains 


| New England Mutual Life Insurance Co. 


Boston, Mass. 

















‘Success... 
built on service 


HEER service to its representatives and policy- 
holders explains the phenomenal growth of the 
Missouri State Life Insurance Company. 


insurance in force eleven years ago the Company today is — 
very near the Three Quarter Billion Mark. Its business has 
more than doubled in the past five years. 


This Company writes all forms of Life, Accident and Health, 
and Group Insurance. Its policies are broad in coverage, free 
from restrictions, and its rates are the minimum for the 
utmost in protection. 


Men of high character and ability are offered a real future 
with this Company. 


Missouri State Life Insurance Company 


M. E. SINGLETON, President 


A Great Company Daily Growing Greater 


Home Office, St. Louis 














\ 














oT 
rietic 


my | 
some 
to m 
cee 
first, 
appr 
“ . 
decle 
ance 
asl 3 
very 
true 
than 
“N 
estec 
parti 
the 
grea 
sura: 
will, 
She 
than 
the 1 
or m 





~1 i 











December 16, 1927 





















aR 


BUSINESS 
CERI 


ig gestions to Helpthe Man With the Rate 
Book Increase Mis Income and General Efficiency 





A current number 
of the John Hancock 
Idea contains some 
good suggestions as 
to the advisability of 
an agent’s talking over his prospect’s in- 
surance plans with the latter’s wife as 
well as with the prospect himself. The 
article reads in part as follows: 

“The salesman encounters several va- 
rieties of the plea, ‘My wife objects to 
my carrying life insurance.’ Here are 
some of them: 

“*My wife feels that we cannot afford 
to make the necessary sacrifice.’ 

“Pll have to talk it over with my wife 
first, but I’m quite sure that she will not 
approve.’ 

“We've discussed the matter, and she 
declares that I have plenty of life insur- 
ance,’ 

“These objections, because of their 
very nature, are hard to meet; and it is 
true that they are much more common 
than they should be. 

“No one ought to be as deeply inter- 
ested in a man’s insurance as his life 
partner. She is the logical beneficiary, 
the one who will generally derive the 
greatest help from her husband’s life-in- 
surance estate. Statistics show that she 
will, in the majority of cases, be a widow. 
She marries a man a few years older 
than herself, so that at the beginning of 
the marriage contract she has two, three 
or more years’ advantage in age. Wom- 
en’s natural lives extend beyond those of 
men; hence, it is more probable than not 
that the average wife will need some sort 
of an estate to defend her against eco- 
nomic dependency during widowhood. 

“The agent nearly always deals di- 
rectly with the provider, avoiding con- 
ferences in which the wife may partici- 
pate. He fails to explain to her that her 
husband’s life coverage, instead of being 
a one-sided proposition, represents an 
estate built for the mutual good of the 
entire family—for the man, in case he 
lives, for his wife and children if he 
doesn’t. She resents being put into the 
Picture as a forlorn dependent. She re- 
sents being the object of what, to her 
way of thinking, may seem like charity 
on her husband’s part. On the other 
hand, she would probably be willing to 
assume an active role in a project mani- 
festly designed for the welfare of all con- 
cerned. 

“Who is to give her the proper infor- 
mation, if not the salesman, A careful 
explanation of the various ends that can 

e served by the unified program under 
which she is named the beneficiary, may 
Temove her objection.” 

Se 


Philip W. Engle- 


Talk It Over 
With The 
Prospect’s Wife 


The High hart of the Seattle 
Cost of agency of the Mas- 
Dying sachusetts Mutual 

tells the following 


story to “The Radiator” illustrating the 
high cost of dying: 

“A few days ago while calling on a 
Prospect in the county court house, I 
asked to. be allowed to examine a few 
Tecords of probate. The following is 
What happened to an estate of $27,000. 
This estate does not contain any unpaid 
ills or worthless property or securities 
and, of course, involves only a small cost 
as compared to those running over 


$100,000, 


“In this county, the minimum fees al- 
lowed the administrator and attorneys 
are agreed on by the Bar Association 
and used by the judges. Any sales of 
property or litigation would, of course, 
run the expense above the minimum. 


ROCKWELL CONGRESSES 





They Will Be Run In Canada From 
First Of Year Until 
March 

Charles J. Rockwell will be on the 
sales congresses in the following cities 
of Canada between the first of the year 
and the first of March: Toronto, Lon- 
don, Hamilton, Vancouver, Edmonton, 
Calgary, Saskatoon, Regina, Winnipeg, 
Peterboro, Ottawa, Montreal, St. John 
and Halifax. The subjects to be discussed 
follow: 

“The New Salesmanship,” “Everyone 
A Prospect,” “Broaching The Subject,” 
“What To Tell Your Prospect,” “Settling 
The Estate,” “Meeting The Sales Re- 
sistance,” “Supporting The Family,” 
“Service To Policyholders With Profit.” 





All managers of the Peoria Life will 
meet at the home office in Peoria, IIl., 
from January 9 to 12 to attend a man- 
agers conference. The meeting will last 
one day longer than heretofore. 





Estate as Valued by deceased: 
1 








Real property ...ccccccccccccccccccccccecccscccccecs $ 7,000 00 
ye errr rrr er rT Cee Te ee te 20,000.00 
$27,000.00 
Value placed by appraisers: 
« Real property -cccccccccccccccccccccscccccsesccvesces $ 4,499.90 
Fe Dee ea h an dae ieee ka cat eckts Hise cas tceees 12,515.25 
‘ $17,015.15 
Shrinkage (Approximately 37% of $27,000)......-.-eseeeeeeeee —_————— § 9,984.85 
Fixed costs to probate: 
1. Administration fee (minimum fee) ........eee eee eee $ 715.00 
2. Appraisers (3 at $5 each) .......cccccceccccccccccese 15.00 
3. Filing petition of probate .........eeeeeeeees 5.00 
4. Advertising petition of probate ..........++8- 6.95 
5. Bond of executrix ($12,000).....0...ceeeeees 72.68 
6. Filing final account ..........cceececccecrccccccevecs 5.00 
7. Advertising final account ..........ceeceeescceeceees p: 7.10 
S$. AtHOMeGe” 1EE8 . occ cc ccesiccdcowcenceesscesceccesce 750.00 
9. Posting notices .........ccccccccscccscccsccccccesccs 3.5 
10. Loss of interest on $27,000 at 6% for 6 months........ 810.00 
11. No estate or inheritance tax........ceeeeeeeeecceeees 0.00 
$ 2,390.23 
Burial expenses and last illness: 
5 ton illness $ 782.00 
DE aa oh ob cv cebccebess vanced secceasecnsuereus 325.00 
3. Steel vault 135.00 
ee rere 15.00 
5. Embalming 25.00 
6. Telephone and telegraph .........ceeeeeeeeeeeeeeeeee 5.00 
7. GEMRGIED HOE acoic ciclo sree die osics Sewiniewccsueeddsteenes 25.00 
$ 1,312.00 
Total probate costs (Approximately 13.7% of $27,000)........ 
Total pf from the value placed by deceased..........-.- 13,687.08 
(Approximately 50.7% of $27.000) —_————— 
The heirs receive ......cccccccceccsccccccccccccecccccsecees $13,312.92 





UNION LABOR APPOINTMENTS 

Robert C. Lowe was recently appoint- 
ed Ohio supervisor for the Union Labor 
Life. He was associated with the North- 
western Mutual until he undertook this 
new work. F. R. Heinick, well known 
Los Angeles and San Francisco insur- 
ance man, has been made general agent 
for Union Labor Life on the Pacific 
Coast, headquarters Los Angeles. Wal- 
ter J. Kleinbrook, of Detroit, is Michi- 
gan supervisor. 





BINGHAMTON GENERAL AGENCY 
Louis D. Walrath has been appointed 
general agent of the National Life of 
Vermont. He will have a territory of 
ten counties in Southern New York. 











TWO MEN 


We have two new 
for two 


good men under 








territories 


real general agents’ 


contracts. 
Address 


The Manhattan Life Ins. Co. 
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NEW KANSAS COMPANY 





United Life of Salina Has As Its Presi- 
dent Head of 25 Public Utilities 
Companies in Mid-West 

The United Life of Salina, Kan., which 
has gotten off to a good start, has as its 
president C. L. Brown, who heads about 
twenty-five public utilities companies, R. 
C. Surface and J. J. Donelan, well-known 
insurance men, are with the company. 





BANK INSURES CASHIER 

One of the first national banks to in- 
sure an official under the new ruling of 
the comptroller of currency is the First 
National of Dawson Springs, Ky. An 
application for $10,000 was written by the 
Louisville office of the New England on 
J. N. Smith, cashier. 





HAlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omaha 

















“TRY THIS!” 


Ask Herbert W. Jones, Manager, 
Canada Life, for a copy of “Try 
This!”—a novel idea which you 


can use. Do it now! By mail, 
please. 
Canada Life Assurance 
Company, 


110 William Street 
New York City 


Beekman 5058—6691 





























| 66 BROADWAY, NEW YORK 











You Who Seek Opportunity 


_ Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
' mutual life insurance company has been served and 


built to greatness by men who found both success and 


satisfaction in so doing. 


This company writes all standard forms of insur- 


ance and annuities on both men and women. 


limits 10 to 70. 


Age 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street 


New York, N. Y. 
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Posthumous Article 
Written By E. A. Woods 


DISCUSSES COLONEL TAGGART 





Pittsburgh Man, In Comments Prepared 
For This Paper, Endorses Pennsyl- 
vania Examinations 


By the Late E. A. Woods 
The last article for publication written 
by E. A. Woods consisted of some com- 
ments he prepared for this newspaper 





on Commissioner Taggart’s examinations 
of agents and brokers in Pennsylvania. 
It was received on the day following the 
funeral of the Pittsburgh genius. The ar- 
ticle follows: 

Many persons in criticizing the effort 
of the Pennsylvania Insurance Depart- 
ment to eliminate the unprepared, unin- 
formed and unintelligent from the insur- 
ance business, avoid attacking the entire 
principle but, in effect, threaten to tear 
it down by taking one stone after an- 
other from the wail until nothing is left. 

One can understand the feeling of an 
agent already licensed, perhaps for years, 
in undergoing an examination to secure 
a license in another company. But if 


these would do as literally hundreds of 
life insurance men already have done in 
Pennsylvania, simply take the examina- 
tion, they would save a great deal of 
agitation. The time required is hardly 
an hour. Most of us who took the ex- 
amination were out of the room in less 
than fifty minutes, and the examination 
itself took about twenty-five. Any ex- 
perienced insurance man who balks at an 
examination that is given to persons just 
starting the business ought not to have 
his underwriting powers extended. 

Not Peculiar To Insurance 

Such a requirement is not peculiar to 
insurance. Druggists going from one 
state to another, physicians changing 
from one country or state, a person hav- 
ing an automobile license in one state 
and permanently moving to another, and 
in numerous other similar cases a simi- 
lar process is required. The fact that 
the tests are not severe is shown not 
only by the fact that they are prepared 
for persons entirely new in the business 
but that upwards of 97% of persons ap- 
plying for life licenses passed the first 
tests given. 

Insurance Commissioner Taggart’s po- 
sition has a great ‘deal of justice in it. 
He says that a great many persons had 
secured license under former conditions 
to represent one company whoare really 
unfitted for the business. If privileges are 
extended by giving such an agent li- 
censed in Company “A” a license for any 
other company, it is extending the privi- 
lege to those who do not deserve it and 
who are, perhaps, unfitted for the busi- 
ness as well as discriminating against 
those new applicants who must pass 
such an examination. 

If this is done, it also makes a con- 
venient bridge for one who fears the in- 
vestigation and examination in order to 
transfer from one company to another. 
Take a case in point—Agent “X” is 
about to be discharged because he is en- 
tirely unsatisfactory. Before such dis- 
charge, or on anticipating it, he applies 
for a new license with Company “B,” 
then resigns from Company “A” and 
thus an unsatisfactory man is transferred 
to Company “B.” If this were possible, 
there would follow a demand to secure 
a license on the part of new persons de- 
siring to work for Company “B” with 
as little fitness for the business as Agent 
“X” had. 

Over 2,500 life underwriters, mostly 
underwriters already licensed, have glad- 
lv taken this simple examination, and as 
this number increases and as new per- 
sons come into the business the number 
affected by this will steadily decrease. 

It is simpler to take the examination 
than to agitate. 





Life Co. Service Good 
As Trust Co. Service 


BORDEN PUNCTURES DELUSION 





Equitable Man Tells What Insurance 
Does For Beneficiaries; J. A. 


Whitmore Also Speaks 





Agency Instructor Albert G. Borden 
of the Equitable Society and James A. 
Whitmore, superintendent of agencies of 
the Phoenix Mutual Life, both went over 
well at the New York underwriters’ as- 
sociation’s dinner Tuesday night. Whit- 
more gave the reasons why life insurance 
sold itself to him, and why he can sell 
the idea to other people. He is a most 
convincing talker. 

Borden, in the veiled and polite tech- 
nique frequently used by big business in 
commenting on big business, when it 
carries a hidden punch, told the under- 
writers not to forget that trust compa- 
nies had nothing on life companies when 
it came to “after death” service to bene- 
ficiaries. He said along this line: 

“We have no greater boosters today 
than the great trust companies of Amer- 
ica. And we recognize clearly that in 
dealing with the subject of service to 
beneficiaries we and they are both doing 
so as friendly co-operators. Therefore, 
nothing that I may say tonight need and 
can be construed as a criticism of the 
trust companies, or intended to disparage 
the service in which they are in a po- 
sition to render. Many of my personal 
clients, with my hearty concurrence, are 
today using the trust company service; 
many others, however, are utilizing the 
service of the life insurance company. 

A Lurking But Groundless Fear 

“However, from the activity of late by 
the various trust companies in respect to 
their after death service to life insurance 
beneficiaries, and in contrast with the 
rather negative stand taken by most life 
insurance companies in respect to their 
own service, I cannot but wonder 
whether many life underwriters have a 
lurking fear that maybe the trust com- 
panies can and do render a better serv- 
ice to beneficiaries than can the life in- 
surance companies. If that thought is en- 
tertained, doesn’t it imply that the trust 
companies manage their affairs better 
than the life insurance companies man- 
age theirs? 

“What I believe, is, that a great many 
people, and this includes life insurance 
representatives as well, through ignor- 
ance of what the life insurance compa- 
nies can do and do do, have been led 
to believe that perhaps the trust compa- 
nies actually are better able to serve the 
client. It is furthest from my mind to 
start a controversy between life insur- 
ance companies and our friends, the trust 
companies, as to which service is the bet- 
ter. But I do believe in letting agents 
and the public understand the unusual 
advantage of the life insurance service 
so that when a decision is made as to 
whether in a particular situation one or 
the other service fits in better with the 
particular case, the judgment may be 
based on a knowledge of the actual facts 
in the case. And it is up to us as life 
underwriters to understand more per- 
fectly the scope and value of our own 
service in order that it may play the in- 
structive and effective part that it should 
play in the initial underwriting contracts 
that we are forming. 

“This is not offered in any sense as 
a criticism of the trust companies. It is 
rather intended as a compliment to them 
in that I believe the trust companies and 
their representatives are intelligently 
capitalizing the service that they offer, 
whereas life insurance representatives, to 
use a slang expression, are overlooking 
a most valuable ‘bet’ in respect to their 
own service.” 

Before the, speaking started, Graham 
C. Wells of the Provident asked all to 
stand in memory of E. A. Woods. He 
read a resolution of the association de- 
ploring the passing of Mr. Woods. 
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The Bulletin 


q MONDAY MORNING! 


For over 35 years, Monday has been Bulletin Day 


among Nylic Agents everywhere, the mailing of the 


Bulletin being timed to reach every agent from 


Maine to California, from Canada to the Gulf of 


Mexico, on Monday moming. 


q A punctual start for the week means so much! A 


fresh, constructive idea, or an old one in a new 
dress, helps to begin Monday’s work promptly, and 


to carry on through another six-days with energy 
and enthusiasm. 





Every Monday morning Nylic Home Office renews 


its contact with the agent through the Bulletin, 
which carries some helpful message derived from 
practical experience, forcefully and attractively ex- 
pressed: 





A Word of Inspiration. 

A Plan of Systematic Work. 

A Sound Life Insurance Thought. 

A Story of Life Insurance Service. 

An Effective, Usable Sales Suggestion. 

A Record of Some Fellow Agent's Success. 


The cumulative effect of these weekly Messages 


from Nylic Officers, who “‘talk the same language” 
as the agent, is stimulating to the individual and to 
the collective body of agents. 





The Bulletin has become an institution. 


Life-insurance-wise it is, for Nylic men, what his 
daily paper is to the business man: he “couldn’t 
begin the day right without it.” 














“Is it any wonder that meas- a 


trious, persistent, satis- 


fied and happy?” 
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Colleges Should Not 
Be Too Vocational 


WARNING FROM DR. FAUNCE 


Brown University President Pleads For 
Liberal Education; Too Many Ameri- 
cans Fire Before They Are Ready 


Thousands of young Americans sur- 
round us who are firing before they are 
ready; firing before they see the target 
cr firing at a dozen targets at once, said 
President W. H. P. Faunce of Brown 


Photo by Bachrach 
W. H. P. FAUNCE 


University, addressing the Life Presi- 
dents last week. Moreover, there are 
thousands of Americans who scoff at any 
prolonged and definite preparation, who 
think that mother wit combined with 
good luck will bring them victory. 
America has the largest public school 
system on earth, the most expensive col- 
lege buildings, the most extensive cur- 
ticulum, but nowhere else is education 
80 pointless and aimless, so blind to its 
objectives, so indifferent to any specific 
outcome as in America. 

One trouble with our education in the 
past has been its negative character. It 
has aimed at the repression of faults 
rather than the creating of virtues. It 
has corrected blunders in reading and 
writing and arithmetic instead of show- 
ing how through mastery of those tools 
one may construct a career. It has 
summed up all the virtues in “Thou shalt 
not” instead of opening vast opportunity 
in the cry: “Thou mayest—thou canst.” 

Too Much Conformity 

Another defect is that an education 
has too often meant conformity to an 
accepted pattern rather than release of 
energy in construction. 

President Faunce declared that the 
country needs schools and colleges with 
4 purpose and a goal that can give our 
Students some dream of the future and 
some definite capacity to make that 
Team come true. 

At this point Dr. Faunce handled se- 
verely the men who overstress vocational 
Courses in universities, the thought that 
tach school or college should train the 
man for his task, the men who say: “Let 
the future doctor study simply medicine, 
the salesman learn how to sell, the in- 
‘trance agent study insurance—each to 

€ trained for his job, and the progress 
of the country is assured. 

© greater blunder could the United 


States commit than to endorse that 
educational blunder, was the emphatic 
declaration of Brown’s president. 


Continuing he said: “That theory has 
recently been adopted in some quarters 
with disastrous results. In some univer- 
sities today you will find students 
eagerly electing courses in stenography, 
in ‘indexing and filing,’ in the ‘manufac- 
ture and distribution of cotton goods,’ as 
if such ‘salary-raising’ education were the 
sure passport to success, A farmer some 
years ago brought his son to the presi- 
dent of an agricultural college and said: 
‘No fads or frills for my boy; I want 
him to learn how to plant corn and braid 
a horse’s tail.’ That father was no more 
deceived than some other fathers, whose 
only idea is that through a college course 
a boy should be made into a clever bond 
salesman. Merely vocational courses will 
create an expert typewriter who will 
type forever, a good accountant whose 
vision is bounded by his ledger, or a tol- 
erable salesman warranted not to grow. 
It is the very opposite of a liberal edu- 
cation. It contains no summons to climb, 
but merely a diagram to follow. It gives 
us little men content with their little 
world. It is an illiberal education suited 
to hewers of wood and drawers of water, 
but not to those who must create Ameri- 
ca’s tomorrow. Let me point out some 
things that every pioneer should have, 
whatever his specific job may be. 


“He should somehow and somewhere 
acquire the capacity for analysis—the 
power to analyze a situation, a problem, 
a difficulty, into its component parts and 
so to deal with each part in turn. The 
man who sees things only with blurred 
vision, the man to whom distinctions are 
difficult, the man who cannot separate 
beginnings from endings, or see a dif- 
ference between a hypothesis and a fact 
—what can you do with that man of 
foggy mind? 

“A man who cannot see beyond his 
own dooryard, his own city, his own line 
of business, may make an _ excellent 
clerk but certainly makes a poor execu- 
tive. The man who has mastered book- 
keeping but cannot see life as a whole, 
who does not know what millions around 
him are thinking, who is blind to all the 
fiction, the drama, the aviation, the inter- 
national movements of the modern 
world—well, let him keep books forever 
and keep out of the way of the men of 
creative energy who know something of 
the ancient world, much of the present 
world and know what they want the 
world to be! A comprehensive view of 
civilization, past and present, the power 
to see things in relation and perspective, 
is worth more to a leader of men than 
all the “courses” in accounting and sales- 
manship that are given in all the busi- 
ness colleges of America. To ‘see life 
steadily and see it whole’ is the prime 
necessity for a leader of men. 

“The last requisite in leadership is the 
power to see every form of private busi- 
ness as a kind of public service. I be- 
lieve in private initiative in industry, in 
commerce, in every form of successful 
effort. The less we load on the Gov- 
ernment the better the Government will 
be. But the Government—which is the 
people as a whole—will not long endure 
business enterprise founded on the prin- 
ciple of ‘each man for himself and devil 
take the hindmost.’ That is not enter- 
prise, it is anarchy. Industrial and com- 
mercial life is. a partnership with the 
state,-and all citizens may be soldiers of 
the common good.” 





ee 





‘ees 


THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 


JOHN G. WALKER, Chairman of the Board BRADFORD H. WALKER, President 





Industrial Agents 
Surprise Company 


PRUDENTIAL MEN ARE ACTIVE 
W. G. Miller, Agent at Logansport, and 
Those in Division “R” Have 


Good Records 


W. G. Miller enrolled with The Pru- 
dential as an agent on June 6 of this 
year in the Logansport, Ind., district. 
His debit is located in Huntington, Ind. 
During the period of twenty-five weeks 
since his appointment, he has secured an 
industrial net increase and an ordinary 
net issue worthy of many an experienced 
agent and has bettered the condition of 
his arrears and advances to a good ex- 
tent. He promises to be one of the lead- 
ers among Division “R” agents. 

During special industrial activities in 
Division “R,” during the weeks of Octo- 
ber 24 and 31, there were several agents 
who did exceptionally well in the writing 
of industrial new business applications. 
E. Lindgren, of Flint; W. Whitefore, of 
Traverse City; E. Morrison, of Flint, and 
C. Libbers, of Grand Rapids, are those 
to whom reference is made. 

The recent flood conditions in New 
England did not prevent the agency staff 
of E. W. Enman, assistant superintend- 
ent at Berlin, N. H., from turning in 
more than 100% collections and bringing 
about a reduction in arrears. 

Superintendent William C. Young, for- 
merly of the Paducah, Ky., district, en- 
ters a new field on December 5, when he 
takes charge of the Lansing, Mich., dis- 
trict. He has been a superintendent since 
June 30, 1924, with continuous service 
date of August 5, 1912, formerly being 
— superintendent in Columbus, 
nd. 

Henry E. Neidig, agent at Marion, O., 
detached assistancy of the Mansfield, O., 
district, recently completed fifteen years’ 
service, and has been advanced to class 
“C” of The Prudential Old Guard. 

Recent promotions to the position of 
assistant superintendent in Division “F” 
are Joseph P. Lesky, of Youngstown; 
William F. McClain, of Cleveland No. 4; 
Morton E. Creaser, of Warren, O., and 
Robert K. Campbell, of Canton, O. 

The promotion of Special Inspector 
Thomas Mason, of Division “D,” to be 
superintendent of the company’s West 
Chester, Pa., District, is announced by 
the home office of The Prudential. After 
a long illness, Superintendent Ernest von 
Kleeck, of the Darby, Pa., District, has 
resumed his duties. 

One of the company’s leaders in all- 
around insurance salesmanship is Agent 
John W. White, of the Uniontown, Pa., 
District. With only twelve months of 
service, he has been awarded a silver 
merit button for ordinary production and 
in the industrial branch he has main- 
tained an average of more than an ap- 
plication a day. 

Fifteen years of service have been 
completed by Agents John J. Sherman, 
of Scranton No. 1; William P. Edmond- 
son, of Steelton, Pa., and Michael F. Mo- 
ran, of Plains, Pa. Superintendent W. 
J. Walsh, of Mahoney City, Pa., recent- 
ly observed his thirty-fifth anniversary 
as a Prudential man. He has been in the 
district he now directs since November 
30, 1896. 
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Honor Dr. Frankel 


(Continued from page 3) 





ployes; and Dr. Herman N. Bundesen, 
former Chicago health commissioner. J. 
H. King, Canada minister of health, sent 
one of the many telegrams of congratu- 
lations which were received. 

The first speaker was Felix M. War- 
burg of Kuhn, Loeb & Co., New York 
bankers, and also one of the biggest fig- 
ures in New York philanthropy. He has 
been closely associated with Dr. Frankel 
for several decades. He said that Dr. 
Frankel had made a tremendous impres- 
sion on the heart as well as improving 
the health of the country. Mr. Warburg 
mentioned just a few of the activities 
which had enlisted the attention and 
leadership of Dr. Frankel, including play- 
grounds, nursing, tuberculosis work, his 
visits to Europe in helping oppressed 
people get on their feet. He said that it 
was the custom in social welfare circles 
to give Dr. Frankel hard jobs, because 
no matter how difficult they were he was 
certain to achieve remarkable results. He 
closed by praising the personality of the 
Metropolitan’s second vice-president. 


Volunteer Soldiers Of Public Welfare 


Professor C. E. A. Winslow, of Yale 
University, sketched Dr. Frankel as a 
servant of public health, declaring that 
his work was notable and significant. It 
is significant, too, that Dr. Frankel is a 
volunteer soldier of public welfare. The 
Metropolitan welfare division under his 
direction was volunteering in the most 
constructive sense of the word in marked 
contrast to the lamentable failure of gov- 
ernment and other official channels in 
such activities. “These volunteer contri- 
butions to improve the health and morale 
of the nation such as characterized the 
work of the Metropolitan, may be a pass- 
ing phase,” he said, “but I doubt it.” 

Professor Winslow briefly sketched 
some outstanding features of the Metro- 
politan welfare division under Dr. Fran- 
kel, including the fight to increase the 
span of life, the nursing and other serv- 
ices of the Metropolitan; the founding 
of the Framingham, Mass., model health 
demonstration; the co-ordination of 
public health agencies nationally and the 
dissemination of health literature. 


Mr. Fiske’s Talk 


Mr. Fiske’s talk was eloquent and from 
the heart. He told how in 1911 the mor- 
tality rate among industrial workers was 
higher than the mortality of the general 
registration of the population. At the 
present time the mortality of the Indus- 
trial policyholders—in other words, the 
industrial workers of the nation—is 
lower than the general group. 

For this he gave credit to Dr. Frankel 
and his associates. He said that the Met- 
ropolitan officer was not only held in 
highest esteem by his fellow-officers but 
was worshiped by the great army of 
nurses. He concluded by telling of the 
tens of thousands of lives that had been 
saved through the welfare division of the 
Metropolitan and the share of Dr. 
Frankel in making this salvage possible. 





LAWRENCE APPOINTMENT 
Reginald R. Lawrence, manager of the 
Metropolitan Life in Buffalo, has been 
appointed superintendent of agencies in 
charge of the company’s new southern 
territory, with headquarters in New 
York city. 
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Industrial Life Insurance— 


Ordinary Life Policies— 


The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 


All forms of Life, Limited Payments and Endowments, containing attractive 
and novel features, with High Values at Low Cost. 





Give Agents Unusual Money-Making Opportunities 
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Geo. T. Smith, Vice-President E. J. Heppenheimer, President E. C. Wise, Treasurer 


Chas. F. Nettleship, 2nd Vice-President 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 110 
Fulton Street, The Eastern Underwriter 
Building, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number: Beek- 
man 2076. 





Subscription Price $3.00 a year. Single 
copies 25 cents. .Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





THE BAR ASSOCIATION’S 
CODE 
The Eastern Underwriter learns that 
some of the insurance commissioners are 
a trifle miffed because the American Bar 
Association has taken it upon itself to 
draw up a new insurance statutory pro- 
visions’ code. Some of the commission- 
ers feel that such a code should have 
been drawn up by the commissioners’ 
convention as each department is 
equipped with legal advice and the con- 
vention could have done it satisfactorily 
and at the same time been within its 
province. 
The commissioners could have done 
this, but they didn’t. It is too late now 
to lock the barn door. 





IT MUST BE “UNETHICAL” TO TRY 
AND PREVENT SPREAD 
OF CANCER 

The extreme to which some of the 
daily newspapers are going in their fight 
against so-called “public relations 
agents,” under the guise of keeping al- 
leged advertising matter out of their col- 
umns, is indicated in the current issue 
of “Editor and Publisher,” organ of the 
daily newspaper fraternity of the coun- 
try. “Editor and Publisher” prints an 
editorial in which it treats sarcastically 
the two weeks’ drive in disseminating in- 
formation to stop the ravages of cancer 
which was engineered by the American 
Society for the Control of Cancer. The 
theory of “Editor and Publisher” is that 
this campaign should be called “See Your 
Doctor Week,” is nothing but a press 
agents’ campaign for physicians, and the 
information contained could easily have 
been boiled down into a column or so for 
one day’s issue instead of spreading the 
information about cancer over a fort- 
night. “Editor and Publisher” takes its 
attitude because it thinks that it has dis- 
covered a subtle space grafting exhibit 
and that it would be more “ethical” if the 
doctors advertised its cancer facts and 
paid for the advertising. 

The thought that the newspapers have 


a duty to their readers to tell them all 
about cancer or anything else which will 


improve the health and lengthen the life 
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of Americans probably strikes “Editor 
and Publisher” as trivial or beyond the 
point. Pages space for the 
for automobiles, for the 
prize-fighters and football players and 
hockey people, but not an unpaid line in 
the interest of cancer mortality reduction 
or elimination of fire waste or the ne- 
cessity of life insurance, is the platform 
of “Editor and Publisher.” In its battle 
against the “press agents” it would put 
the daily newspapers on the bought and 
paid for basis, so much for so much. 

Shades of Horace Greeley, Charles A. 
Dana and Henry Watterson! They must 
turn over in their graves at the current 
attempt to prostitute journalism by com- 
mercialism. 

The attacks on the insurance interests 
by “Editor and Publisher” because occa- 
sionally they want to get a story into a 
newspaper which would be to the public’s 
benefit are not only unfair but must 
strike James Wright Brown, the pub- 
lisher of that trade paper, as exceedingly 
humorous if he has any sense of humor. 
As a matter of fact the insurance com- 
panies and agents are large buyers of 
newspaper space and James Wright 
3rown should get these facts if he does 
not already know them. 


of free 


movies, the 





‘BANK CONTROVERSY 

The New York State Association of 
Life Underwriters has entered the con- 
troversial arena with emphasis by pass- 
ing resolutions against banks and trust 
companies selling insurance. Possibly, 
the action of the New York association 
is a gesture. It may merely be signify- 
ing its displeasure at the growing tie- 
up between banking and_ insurance 
through production channels. 

In registering its disapproval, the State 
Association of Life Underwriters aligns 
itself with the National Association of 
Insurance Agents and the various state 
association of insurance agents composed 
of fire insurance producers. Fire agents 
have been fighting the banks for several 
years. In fact, the National Association 
of Insurance Agents has staged a war 
against the Firemen’s of Newark because 
of a bank appointment in Kentucky that 
is still raging. In the meantime, produc- 
tion alliances between the banks and in- 
surance companies are growing and, as 
The Eastern Underwriter printed last 
weck, the Bank of Italy has made ar- 
rangements with more than twenty life 
insurance companies by which the Bank 
of Italy will co-operate in the sale of 
insurance. 

The situation in this city is complicated 
somewhat by the growth of what is 
called the thrift plan, by which certain 
banks are practically selling insurance 
and using deposits to pay premiums. 

It looks as if the hot fight in fire in- 
surance against banks acting as agents 
is being directed into life insurance along 
a wide front and the follow-up will be of 
unusual interest. 





WELCOME TO NEW YORK 
The appointment of William H. Beers 


and C. E. De Long as managers of the 
Mutual Benefit in New York City brings 
here a pair who will be a welcome addi- 
tion to the insurance fraternity. By his 
charts and other pieces of literature 
Beers has shown himself to be a life 
insurance man of constructive ingenuity. 














The Human Side of. Insurance 














Underwood & Underwood 
W. D. McINTOSH 


William Douglas McIntosh has been 
appointed superintendent of agencies of 
the Union Labor Life. Since assuming 
agency organization responsibility for 
Union Labor Life he has established gen- 
eral agencies for the Pacific Coast, 
Michigan and Ohio, and negotiations are 
in progress for the agency organization 
of the remainder of the majority of the 
thirty-five states into which Union Labor 
Life has been admitted. Within the last 
sixty days Union Labor Life has written 
in excess of $10,000,000 new business, 
mostly group insurance, and the total 
insurance in force December 7 was over 
$12,000,000. January will be Samuel 
Gompers Month in honor of the founder 
of the A. F. of L., whose birthday an- 
niversary occurs January 27. The capi- 
tal and contributed surplus of the com- 
pany is $750,000. Of this amount, 90% 
is owned by the labor unions and the 
remaining 10% by the active officers and 
members of unions affiliated with the A. 
F. of L. in blocks of $500 and less. Mr. 
McIntosh made a reputation in life in- 
surance production by his work with the 
Expressmen’s Mutual Benefit Associa- 
tion. He also was formerly connected 
with the Massachusetts Mutual and with 
the Merchants Life of Des Moines. 

* * x 

Edmund Strudwick, chairman of the 
board of the Atlantic Life, has just been 
re-elected a director of the Federal Re- 
serve Bank of Richmond and will enter 
upon his fifth consecutive term of three 
years on January 1. In point of service, 
he is the next to the oldest member of 
the bank’s directorate. 

a: 

Frank L. Armstrong, Boston insurance 
newspaper man, is now conducting the 
insurance column of the Boston “Globe” 
in addition to his other duties. 

ee ee 

Nelson D. Sterling, vice-president . of 
the Constitution Indemnity, has returned 
from a trip to the Pacific Coast. 

* * x 

Thomas B. Boss, vice-president of the 
Rossia Fire, has been elected a direc- 
tor of the Mutual Bank & Trust Co. of 
Hartford. 








He is a man of fine character, generous 
with his time in aiding others, and in 
his six months’ experience as general 
agent of the Mutual Benefit in St. Louis 
he demonstrated marked managerial 
ability. 


Charles D. Hilles, New York state 
manager of the Employers Liability and 
executive chairman of the Republican 
state committee in New York, said this 
week that the New York delegation to 
the national presidential convention will 
go uninstructed. 

* * 

Julian Jonas, sightless agent of the 
New York Life who expects to write 
close to a half million of business this 
year, will give a radio talk on sightless 
agents in the insurance business over 
station WOR iomorrow, December 17, 
at 3:30 o’clock. 

x x 

George T. Wilson, former vice-presi- 
dent of the Equitable Life Assurance 
Society, is writing a book of the inter. 
esting personalities he has met. He wa 
chairman of the entertainment commit: 
tee of the Mayor of New York during 
the war and helped entertain Balfour, 
Joffre, Foch, Viviani and other celebri- 
ties. 

i 

Don F. Safford has been appointed 
general agent in Atlanta for the South- 
ern Sates Life. Mr. Safford comes from 
the lone star agency at Dallas, of the 
Jefferson Standard Life. A _ native of 
Michigan, Mr. Safford during his early 
career, was engaged in the furniture 
business. In 1912 the Willys-Overlant 
Co. recognized his ability and he be- 
came state distributor in Dallas for their 
line of cars, which position he held from 
1913 until 1923 with great success. In 
1923 he joined the Jefferson Standarl 
Life and built up a reputation as a mat 
of organizing ability as well as a per 
sonal producer. 

* * x 

Stuart B. Rote, general agent for the 
Connecticut Mutual in Newark, has beet 
elected district trustee of the Newatk 
Kiwanis Club. 


SUN LIFE SCHOLARSHIPS 


Grants Thirty of $500 Each to Assis 
Canadian Diagnosticians 
to Visit Europe 

The Sun Life of Canada has recently 
granted thirty scholarships of $500 each 
to assist salaried sanitorium and chet 
diagnosticians to visit the tuberculosi 
centres of England, France and Italy # 
1928. This was brought about with tht 
co-operation: of the Canadian Tuberc 
losis Association, for it is felt by compe 
tent authorities that a close study of the 
European methods of combating tuber 
culosis would be helpful to Canadial 
workers in that field. é 

The association executive has praistl 
the granting of these scholarships as # 
undertaking from which excellent rest 
are expected. The men eligible to coll 
pete for the scholarships are conscitt 
tious workers and have helped thousant 
back to health and have also protect 
countless people from infection. The 
men direct most of the tuberculosis wo! 
in the nine provinces of Canada. Unit 
the Sun Life scheme to offer scholat 
ships of $500, executives employing the 
men must also contribute $500 and lea 
of absence to the workers. 


Cc. H. BAUMBACH DIES 


After a service record of more thi 
thirty: years, superintendent Charles | 
Baumbach of the Erie, Pa., district ™ 
The Prudential, died last week. He ™ 
appointed to an agency in Erie on At 
ust 29, 1892, advanced to an assistatl 
January 2, 1893, and promoted to "4 
superintendency of the district on AM 
6, 1896. 





















MARINE FORMS FOR AGENTS 
The Automobile of Hartford is 18st 
to its agents a portfolio of inland # 
ocean marine forms, with folders “ 
scribing the various covers. 
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Parade of Insurance Celebrities 


At the Astor last week were enough 
insurance celebrities to make a fat-sized 
Who’s Who. There wasn’t an important 
association in the business, from, the Na- 
tional Board of Fire Underwriters to the 
—well, fill it in yourself—which wasn’t 
represented, often by its president or 
chairman. Head Detective Cronin of the 
Astor could hardly find a place to stand 
in the lobby, so great was the crowd. 


* * * 


Some Commissioners Feel Hurt 

The commissioners’ convention was the 
most exciting because of exchanges of 
personalities and airing of repressed feel- 
ings on such topics as the alleged arro- 
gance of New York. That came up for 
comment when Clarence W. Hobbs ex- 
plained to the commissioners why this 
state had been picked out as a common- 
wealth in which to try out a small com- 
pensation risks’ experiment. They razzed 
him, but he won out. The convention 
of the Association of Life Insurance 
Presidents pulled off a program that 
could not have been excelled for excel- 
lence. The Federation’s dinner was the 
smartest social affair, with the attend- 
ance almost equally divided between men 
and women. The American Life Conven- 
tion’s executive committee, the Casualty 
Insurance Clearing House, the mutuals— 
many other insurance bodies met and 
all under the same roof. 


* * * 


Confusion Plus 

Among various organizations meeting 
at the Astor last week was the mental 
aristocracy of the business, in brief, the 
Association of Life Insurance Counsel. I 
Went into its convention ‘for an hour. 
Here were gathered strong faces, force- 
ful characters, mental gymnasts. Al- 
though from all parts of this nation I 
noted none of the. drawlers, tobacco 
chewers or big hat owners of the old 
arcuit riding school. Not a person pres- 
ent but could have journeyed Wall Street 
from cemetery to river without drawing 
the glance of a single scurrying messen- 
ger boy. Not a one whom a stranger 
would instinctively have addressed as 
“Colonel” or “Judge.” 

It was an attentive and a democratic 
avdience. I noted on the platform that 
exceedingly able young lawyer, Harry 

ole Bates of the Metropolitan, secre- 
tary of the association. And near him 
was the new president, Senator William 
J. Tully, recently back from a trip around 
the world and for years chief of the Met- 
Topolitan’s legal staff. 

In the front row sat Guy Cox of the 
John Hancock; in the middle, William 

- Davis of the Pacific Mutual. In the 
very last row, almost ten feet from each 
other, were Alfred Hurrell of The Pru- 

ential and Leroy A. Lincoln of the Met- 
Topolitan. Why do those companies keep 
80 close together? Is it to watch each 
other or to exchange notes? Far as they 
Were from the speakers, however, Lin- 
coln and Hurrell didn’t miss a word. 








Hurrell has always been a fascinating 
study to me. His bluntness, vigor, acu- 
men seem a throwback in these days 
when emotions, sentiments and opinions 
are so carefully disguised. He _ has 
climbed far without losing himself or 
killing his personality. 

He looked as distinguished as h——. 
In his Buffalo days he might have chal- 
lenged to a fistic duel anyone calling him 
distinguished, but if his clothes worn at 
the Astor did not come from Fifth Ave 
nue and his tie from Bond Street, then 
the Newark tailors and haberdashers are 
pretty good. 


Lincoln is a different type. He also 
has climbed far; also is long on char- 
acter, on understanding, on analysis of 
minds and men; but he is more of a 
conservative. He would not dodge a 
scrap in public, if forced upon him, but 
he would not court one for the fun of 
the thing; ahd if he had to polish off 
an opponent he would do it with much 
more consideration of the other fellow’s 
feelings than Hurrell. 

The interest 1 felt in studying the per- 
sonalities present soon gave way to per- 
plexity and mystification. William Mar- 
shall Bullitt was talking. And here is 
au intellect which it is not easy to match 
in legal or any other circles. This bril- 
liant and renowned insurance lawyer of 
Louisville, once solicitor general of the 
United States and now a trustee of the 
Mutual Life, had been asked by the As- 
sociation of Life Insurance Counsel to 
prepare a paper on Accidental Means. 
The decisions on that subject are many 
and of such a variety that Mr. Bullitt 
had been brought forward to remove the 
mystery, clear up the confusion and har- 
monize these conflicting court rulings. 
In so clear and logical a manner did he 
do this that even the three laymen pres- 
ent could understand. 

Imagine then my astonishment when 
the Louisville barrister finished to find 
that on the program was another lawyer 
whose assignment it was to comment on 
the Bullitt paper. 


I did not stop to ascertain the name 
of this commentator nor did I care. A 
feeling akin to annoyance swept me as 
this lawyer began to pick the Louisville 
lawyer’s paper to pieces. He agreed with 
this; he didn’t agree with that. 

The commentator kept going. One by 
one the clouds which Mr. Bullitt lifted 
descended. The garden so carefully hoed 
became filled with weeds. And by the 
time he finished the Association of Life 
Insurance Counsel which had requested 
one of the country’s most brilliant insur- 
ance intellects to harmonize the confu- 
sion in the decisions on Accidental 
Means became more confused than ever. 

What was the big idea? Couldn’t Bul- 
litt take the confusion out of the con- 
fusion? If not competent so to do why 
was he asked to deliver the paper? Was 
the other man competent to confuse the 
confusion killer? If not, why was he 
asked to talk? If he were more qualified 


than Bullitt, why was he permitted to 
shoot bullets at Bullitt ? 

Possibly, lawyers like being mystified, 
confused, treading mental labyrinths, be- 
ing told that two and two do not equal 
four. 

At first I thought that Bullitt would 
be insulted when his paper, so carefully 
prepared, had its props jarred in this 
brutal fashion—if they were jarred, 
which I doubt, knowing Bullitt and his 
work, but such was not the case. All 
during the commenting I watched the 
Louisville lawyer and instead of settling 
back in his chair in a pout or wrapped 
in wounded dignity, he was the most in- 
terested man in the room. He sat on the 
extreme forward edge of the chair, his 
eyes shining, his attitude that of a man 
listening to a masterpiece. If the. speak- 
er scored a particularly good point Bul- 
litt’s keen professionalism made him 
shake his head sympathetically as if he 


were inwardly saying, “That’s right. 
That’s a good shot. I should have thought 
of that.” If the point made by the 


speaker struck the dissenting side of Mr. 
Bullitt the latter would look distressed, 
as if his thoughts were voicing this sen- 
timent: “Poor fellow! He’s all wrong! 
However, I can easily see how he clicked 
to his own satisfaction there. No doubt 
he has overlooked S. C. 48, Supreme 
Court 987.” 

I well believe that if the scene had 
been shot back fifteen years Bullitt would 
have taken his critic out to that once 
famous bar in the Astor side room—now 
a drug store—and they would have con- 
tinued to discuss Accidental Means over 
a Tom and Jerry or two for another 
hour or two. 

*-* x 


Critic Taggart 

At the Metropolitan Opera House no 
attention is paid to a new critic for a 
year on the theory that he will handle 
operas and artists without gloves and in 
scintillating fashion for at least a season, 
after which he will tire of knocking until 
by the time the second year comes 
around he will say, “O, what’s the use?” 
and “let every one down easy.” 

New critics always knock. They see 
immediately what is wrong and must get 
their point of view out of their systems. 

Thus, it was with Colonel Matthew H. 
Taggart, the Pennsylvania commissioner, 
when he attended his first commissioners’ 
convention at Cincinnati and his second 
one at the Astor. He was horrified that 
the meetings seemed full of lost motion 
and were not like sessions of the Insur- 
ance Advertising Conference where the 
young ad men start meeting before 
breakfast and keep on meeting until they 
drop from fatigue around the mdinight 
hour. - 

What got the goat of Colonel Taggart 
at the Astor last week was when he an- 
nounced a meeting of a committee for 
9 o’clock in the morning and Colonel 
Button, secretary of the convention, said 
he congratulated the Pennsylvania com- 
missioner on his energy but would not 
be surprised if he were to experience an 
attack of loneliness. 

“Nevertheless,” said Taggart, “I am 
going to call that meeting at 9 o'clock.” 

On the following morning, surrounded 
only by reporters, he fumed for half an 
hour. The 9 o’clock meeting was a fail- 
ure and he later lit into the convention, 
as The Eastern Underwriter said last 
week, and threatened not to come back 
any more if there was not more atten- 
tion to work and less to play. 

Unlike the Metropolitan Opera House 
management, the commissioners did not 
preserve a silence under the new critic’s 
castigation. Indignantly they arose in 
all parts of the room and declared that 
if Colonel Taggart wanted work he could 
get on as many committees as he wanted. 
“We work as hard as anybody,” said 
Joe Button. “Even in Pennsylvania I 
think you will find that all work and no 


‘play will make Matthew a dull boy.” 


* * * 
The Considerate Mr. Detrick of 
California 
The two most humorous incidents at 


the Astor grew out of the attack on 
Actuary Daly of the Missouri Depart- 
ment by Commissioner Detrick of Cali- 
fornia. One was a statement made to 
reporters by Commissioner Detrick that 
his attack on the actuary of the Missouri 
Department, noted by the papers last 
week, had nothing personal in it. On the 
day following the attack Detrick was seen 
talking, friendly enough, to Actuary Daly 
and the reporters asked him if he had 
changed his position or viewpoint. 

“Not at all,” he said. “I didn’t want 
any hard feeling. There was nothing 
personal intended.” 


Detrick is like the father who wore 
out the slipper on his son in the wood- 
shed and then told the boy that it hurt 
him worse than it did the boy to perform 
the beating operation. 


In these days when it is so difficult to 
get an insurance story in a daily paper 
the palm goes to Detrick for the efficient 
manner in which he got publicity for his 
attack on the Missouri Department. He 
slipped his remarks to the three big news 
associations before he delivered them. 
An army of reporters later interviewed 
him, 

It developed that one of the news as- 
sociations—Hearst’s—got a beat on the 
Detrick story whereupon a representa- 
tive of the United Press got in touch 
with Walter Chorn, of counsel for the 
companies which had been criticized, and 
started to call him down because he at 
the Astor had not given out the story 
and thus prevented the United Press 
from being beat. That reprimand was 
the second humorous incident. Chorn was 
so amazed at this new development, this 
supreme example of nerve, that he was 
speechless. Finally, he asked the repor- 
ter if the Standard Oil Co. had called 
up the United Press and informed them 
of the $29,000,000 fine when Judge Landis 
made that little assessment that was 
never collected. 


* * * 


A Brilliant Chicago Lawyer Here On 
Rate Cases 


Reverting to lawyers, I had the pleas- 
ure this week of meeting that distin- 
guished Chicago fire insurance legal lu- 
minary, Robert J. Falonie (accent on the 
second syllable) of Hicks & Falonie who 
had been in Washington as chief coun- 
sel for the fire companies in the Mis- 
souri rate case, and who is in New York 
this week at the Law Institute in the 
Equitable building where the Kentucky 
rate cases are on tapis before Special 
Master Charles Morris. Predecessor to 
Hicks & Falonie were Bates, Harding & 
Edgerton, who had a consulting hand in 
every big fire insurance case in the West 
for years. 

Mr. Falonie has been in the office 
about ten vears and first directed atten- 
tion to fire insurance by his work in the 
Ford Roofing case. 


ok * * 


Hughes Wasn’t Embarrassed 


I am informed from Washington that 
the Supreme Court decision in the Mis- 
souri rate case will probably be handed 
down in January. No one seems to know 
who is going to write the decision, al- 
though Justice Brandeis asked the most 
questions when the case was argued. 
From counsel for Commissioner Hyde he 
was anxious to know what provision will 
be made for future liability if Missouri 
rejects the earned premium method. He 
wanted to know the basis of the Su- 
preme Court of Missouri in adopting the 
written premium method. 

A question which might have embar- 
rassed some counsel but did not em- 
barrass Charles E. Hughes was this: 
“What do you think of the Missouri Su- 
preme Court decision?” He answered 
that with all the greatest respect for the 
Supreme Court of Missouri and despite 
the fact that he had read and re-read 
the opinion very carefully, he did not 
understand the opinion. If he didn’t, who 
would? Some adroit knock! 
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Commissioners’ Inquiry 
Is Far From Alarming 


EXCEPTED CITY RATES FAIR 





Executives of Companies Contend Acqui- 
sition Costs to Agents Are Much 
Higher in Large Centers 
New York fire insurance executives do 
not view with alarm the intention of the 
National Convention of Insurance Com- 
missioners to investigate rates of excess 
commissions paid to agents in excepted 
cities of the East and Middle West. The 
commissioners at their December meet- 
iny at the Hotel Astor in New York 
last week passed a resolution to con- 
duct hearings in the various excepted 
cities to learn whether these excess com- 
missions are justified or whether they 
are merely high bids for business and 
represents costs that could be eliminated. 
Since the formation of the Eastern 
Underwriters Association, the fire com- 
panies have sought to achieve economy 
in acquisition costs. They immediately 
tackled the excepted city problem, be- 
lieving themselves that acquisition costs 
in those centers were extravagant and 
could be reduced materially. A long 
investigation terminated in the reaching 
of the conclusion that the present ex- 
cepted city commissions should be re- 
tained as they represent only 5 to 10% 
more than the compensation paid to 
local agents in ordinary territory and 
the differences in costs to the agents 

called for the increased commissions. 
One of the leading fire insurance exec- 
utives in New York told The Eastern 
Underwriter this wetk that the big city 
local agent must pay more for his busi- 
ness than the small town or county local 
agent and his differential in the shape 
of excess commissions was not retained 
as net profit. In the excepted cities 
competition is keener, rents and other 
office expenses are higher, and the vast 
majority of business is brought in 
through brokers or solicitors. The part- 
rers in an excepted city agency cannot 
by their own personal efforts control 
enough risks to make a real success of 


an agency. They must depend upon 
brokerage business and _ for this they 
have to pay 10 or 15%. A 20% com- 


mission from the companies would barely 
pay expenses with the application of the 
most rigid economy, and to secure a 
profit, an excepted city agent must re- 
ceive an average commission of at least 
25% upon his business. 

Most insurance executives are of the 
opinion that the insurance commissioners 
will find little excuse to ask for a re- 
duction of excepted commissions after 
they have concluded their investigations. 
The companies themselves are as eager 
as the commissioners to cut out unnec- 
essary expenses. Fire insurance rates 
in a large number of sections are too 
low to yield a profit to those companies 
which indulge in wasteful campaigns for 
more business. The commissioners’ hear 
ings are welcomed rather than feared 
because they will give to the public as 
a whole a fair understanding and in- 
sight into fire insurance expenses. 





GUARDIAN FIRE INCREASE 

Directors of the Guardian Fire last 
week in New York unanimously ap- 
proved the recommendations of the ex- 
ecutive and finance committee in respect 
to increasing the outstanding stock from 
20,000 to 40,000 shares and the giving of 
rights upon a share for share basis at 
$50 a share, to stockholders of record on 
December 17. This will result in increas- 
ing the capital from $500,000 to $1,000,- 
000 and will add $500,000 to the surplus 
account, 


APPROVES AGENCY TERMS 





E. U. A. At Full Meeting Decides To 
Submit New Commissions To 
Local Agents 
Sumner Rhoades, manager of the East- 
ern Underwriters’ Association, follow- 
ing Wednesday’s meeting of the whole 
association, summarized what happened 

as follows: 

“The association spent nearly the en- 
tire session in considering details in con- 
nection with the agreements for excepted 
territory. The agreements have now been 
approved and have been turned back to 
the respective territorial committees for 
transmission to the various local agent 
bodies where such action is deemed ad- 
visable by the committee. 

“It is believed that the agreements as 
adopted now contain as many of the 
ideas and desires of the local agents’ 
committees as it is possible in the inter- 
ests of uniformity to grant under the 
limits of the constitution and by-laws of 
the Eastern Underwriters’ Association. 

“The scale of commissions and classi- 
fications follow as to most excepted areas 
very closely those heretofore promul- 
gated by the Eastern Union.” 





GREAT AMERICAN INCREASE 


Directors of the Great American at 
their meeting Wednesday voted to rec- 
ommend to the shareholders that the 
capital of the company be increased 
from $12,500,000 to $15,000,000 and that 
the par of the shares be reduced from 
$100 to $10 per share, increasing the 
number of shares from 125,000 of $100 
par to !,500,000 shares of $10 par. The 
new capital of $2,500,000 is to be offered 
to the present shareholders for subscrip- 
tion at 200%, thus adding $2,500,000 to 
the surplus account. 

Coincident with the announcement it 
was learned that the management in- 
tends, when this operation is completed 
early next year, to capitalize the pres- 
ent “Rochester Department” as a sepa- 
rate corporate entity. The new com- 
pany, it is proposed, will be known as 
the Rochester-American Insurance Co. 
and will be capitalized for $1,000,000 with 
$1,000,000 surplus and $500,000 contrib- 
uted reserves. 





TO BOOST CAPITAL 
Directors of the Springfield Fire & 
Marine at a special meeting Wednesday 
voted to recommend to the shareholders 
that the par value of the company’s 
stock be reduced from $100 to $25 by is- 


suing four $25 shares for each $100 
share; also that the company’s capital 


be increased $1,000,000 from $3,500,000 to 
$4,500,000 by issuing 40,000 additional 
$25 shares. 
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THE HOME 








Doutt aslk Gor 
a quart ol of 


(Vacuum Oil Company) 
And don’t ask for just insurance. 


Old line stock insurance is to protection what good 
When buyers of Insurance come to 
sense this difference, they will be more particular in 
choosing Insurance Protection for their property in- 
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Home agents sell the brand of insurance that pro- 
vides correct and adequate protection for the life of the 
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CHARLOTTE BOARD ELECTS 

William Henderson has been elected 
president of the Charlotte Insurance Ex- 
change of Charlotte, N. C. Other offi- 
cers elected were Albert S. Orr, vice- 
president, and Walter Beardsley, secre- 
tary-treasurer. Edward Shelby and Theo- 
dore James were added to the board of 
directors. 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 
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UNITED STATES FIRE BRANCH: 80 JOHN STREET, NEW YORK 


J. A. Kelsey, General Agent 





George Z. Day, Ass’i General Agent 





U. S.—Statement December 31, 1926 


ASSETS 

PREMIUM RESERVE > 
OTHER LIABILITIES 
NET SURPLUS 





$8,132,324.02 
1,981,557.73 
790,346.75 
5,360,419.54 


. « . . 
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SYRACUSE CLUB ELECTS 
The Syracuse Field Club has elected 
the following officers: W. M. Wake- 
man, Jr., Millers National & Ohio Farm- 
ers, president; H. W. Miller, Commercial 
Union, vice-president; P. M. Taylor, Gi 
rard Fire & Marine, secretary and 
H. Bryant, American, treasurer. 

The Syracuse Field Club held its 
weekly luncheon on December 10 at the 
Hotel Syracuse, the guest of honor being 
Howard Jarvis who is leaving the dis- 
trict to join the Travelers Fire. Mr 
Jarvis was presented with a golf bag by 
the members of the Syracuse Field Club. 





WEBB WITH NATIONAL BOARD 
M. G. Webb of the advertising depart 
ment of the Home has resigned to joi! 
the public relations department of the 
National Board of Fire Underwriters at 
will assist-in the publication of ‘ ‘Safe- 
guarding America Against Fire.” 





MR. DE WITT’S MOTHER DIES 

Friends of Carroll L. DeWitt, assist- 
ant United States manager of the Eag!t 
Star & British Dominions, are sympa- 
thizing with him in the death this wee 
of his mother with whom 
Bronxville. 


he lived it 
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Please send, free, a copy of Roger W. \ 
Babson’s letter and ‘“‘The Local Agent 
and Automatic Sorinklers.”’ 











Name 





Firm 





Address 











py Grinnell Co., Inc. 253 W. Exchange St., Providence, R. I. Ys 
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‘“‘Now seriously, Dad, do you think we could hold that business if . ... . 








Roger Babson’s Open Letter 
Opened Th rowbridge Sr.’s Eyes 


Trowbridge, Senior: (breaking in on his son’s conversation brokers who would be glad to write the Harrington policy at 
with the bookkeepers) ‘‘So this is the way you run the office any price? It was important that we got there first with this 
when I take a month’s vacation? Sell our biggest fire-risk a plan. And I tell you it’s going to pay us in the long run.”’ 
proposition that cuts 75% off the premiums.”’ 





Senior: (sarcastically) ‘‘I don’t suppose you think we're out 
Trowbridge, Junior: ‘You told me to use my judgment, father. anything on commissions?” 


And I had good reasons—"’ Junior: ‘Not if we can make it up in other ways. I’ve al- 


Senior: ‘‘Reasons! Reasons! REASONS? You've just got a ready got Harry Ingles, the Treasurer, all steamed up about 
lot of fancy ideas about service. Why should we show the — using the savings toward buying that Liability Insurance you 
Harrington Mills how to get a sprinkler system out of their —_ were trying to sell them before you went away.”’ (Smiling) 








insurance premiums and reduce our own commissions?”’ ‘And I'm sure, Dad, if you use your golf connections to sell the 
Junior: ‘Because if we didn’t, somebody else would.”’ big boss on the proposition, you can get them to sign up long 
ial Senior: “‘Not on your life. We're as solid as Gibraltar there. nent aid spenntes systema $s paid for. 
Jake: Hardly a week goes by that I don’t play golf with George Senior: ‘‘H-m-m. That does sound fairly reasonable. And by 
i Harrington himself.”’ George, if I’m as good a salesman as I think I am, I'll have the 
r, Gi- Jubiiaies Cekeytecy "7 as ice.”” (Hi h ) Harringtons spending more on insurance than they ever did. 
d W. Ripe itd: ais edlaneheruioes en ee (Rising) ‘““Well, son, you've called my call-down. Guess we 
x Now seriously, dad, do you think we could hold that busi- cass ety weidaiineahilen ere edie ae ies 
t the ness if the Abernathy Agency came along and showed the 8 & 5 
being Harringtons that the plan was advocated in this open letter 
» dis ° ° ° e . 
Mr from Roger Babson? Wouldn't they jump at the chance to put Why not ride with progress instead of bucking it? . 

amd in a sprinkler system and pay for it in five or six years without 


Sooner or later every owner of unsprinklered property will 
spending a cent more than they are paying in insurance pre- 


: ; rogress to the point where he will buy sprinklers out of sav- 
at miums? They simply turn over the difference between their a in setiads premiums. Live is kept ahead of 
+ the ew premiums and the eu pawesse! ena Chien competition—by being the first to offer this proposition—and 
se Danes With Enver tie: eae Propane then used the good will they earned to sell increased protection 

Senior: (glancing over the Babson letter) “Yes, it isa sound in other lines. And, of course, when they thought of sprinklers 
ES cnough proposition—from the policy-holder’s standpoint. But they thought of Grinnell. Send the coupon for Roger W. 
4 ow about us? Babson’s letter and the free booklet, ‘‘The Local Agent and 


“az Junior: ‘‘Us? How about half a dozen other agencies or Automatic Sprinklers.”’ 


_GRINNELL 


OMA P KLER SYSTEM 
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North America Brings 
Out New Adv’t. Series 


INTRODUCES “WHITE FIREMAN” 


Personifies The Loss Prevention Engi- 
neer; Series Will Appear In Na- 
tional Magazines In 1928 


With the beginning of its advertising 
campaign for next year, which will start 
in the January issucs of national maga- 
trade the 
Insurance Company of North America 
will introduce to the general public a 
new character—“The White Fireman.” 

“The White Fireman” is an original 


zines and insurance papers, 


fyure used to personify the loss-preven- 
tion engineer of the fire insurance com- 
panies and his activity in the fire pre- 
vention field. 
For four years the Insurance Com- 
pany of North America has been con- 
ducting a wide-spread advertising cam- 
paign educating the public to the impor- 
tance of fire prevention methods in the 
lessening of the nation’s fire loss. This 
campaign attracted attention everywhere 
and was viewed by fire insurance inter- 
ests as an unselfish and valuable con- 
tribution to the fire prevention cam- 
paign which, in recent years, has done 


much to awaken public interest to the 
extent of the country’s fire dangers and 
to impress the importance of individual 
aid in combating a menace bred largely 
through carelessness. 

The Insurance Company of North 
America will base its future advertising 
campaign on a progressive story of what 
the insurance companies themselves are 
doing to aid in the fire prevention move- 
ment which they have been urging the 
general public to support. 

The company makes clear in its first 
piece of advertising copy just what “The 
White Fireman” stands for and the kind 
of work he is doing behind the scene and 
far from the plaudits of the “Red Fire- 
man” following. The red-shirted hero 
of the two alarm blaze introduces now 
his fellow fireman—a “Fire Preventer” 
instead of a “fire fighter.” 

Text Of First Notice 


“The White Fireman and his Work” 
is the heading on the first of the new 
advertisements, which read as follows: 

“Everyone is familiar with the life- 
and-property-saving work done by the 
fireman who comes dashing to every 
blaze. He is one of the heroes of daily 
life—fearless, able, and invaluable in his 
prompt and efficient service for the com- 
munity. He is the “Red Fireman” of 
song and story. 

“But there is another sort of fireman 
—a fireman whom the public seldom, if 
ever, sees. He wears citizen’s clothes and 
rides in an ordinary car. He doesn’t an- 
swer alarms—he prevents them. He is 
the ‘White Fireman.’ 

“This fireman is paid by fire insur- 
ance companies. 

“The ‘White Fireman’ is a Loss-Pre- 
vention Engineer. His duties include 
every sort of inspection and research 
tending to reduce fire hazards. His rec- 
ommendations to property-owners save 
them millions of dollars annually in 
avoiding and restricting fire-loss. 

“He studies manufacturing processes 
and, wherever practicable, suggests the 
substitution of processing mediums of 
lower inflammability. 

“He points out how danger may be 
lessened by transferring some minor op- 
eration of especially hazardous character 
from the main building of a factory to a 
small, separate building. 

“He shows how serious fire damage 
may be prevented by the removal of in- 
flammable material here, the bricking-up 
of a window there, the isolating of some 
combustible substance in a fireproof en- 
closure at another point. 

“His activities are too inclusive and 
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too varied to be listed here—but all are 
to the purposes of preventing direct and 
indirect loss from fire, reducing the cost 
of insurance to the insured, and planning 
the most complete and effective coverage 
possible.” 

While the North America’s signature 
is at the bottom of the advertising, there 
is no urge in the copy for the reader 
to specify North America when he is 
considering fire insurance. Rather, the 
company adds its share of selling propa- 
ganda for all fire insurance companies, 
since it concludes its advertisement with 
a line in red across the bottom of the 
page reading: “Property Owners may 
secure this Loss-prevention Service 
through Responsible Insurance Agents.” 

New Ad Policy Explained 


Clarence A. Palmer, advertising man- 
ager of the North America, explained 
that the new advertising policy of the 
company reflects a desire to recognize 
publicly the efficient service being ren- 
dered by the so-called “White Fireman,” 
representing nationally-known fire insur- 
ance companies. 

“There is an old adage about ‘prac- 
ticing what you preach’ and we feel it is 
time now to take the reading public be- 
hind the scene and explain in human in- 
terest way just what the fire insurance 
companies themselves are doing to cut 
down the nation’s fire losses,” said Mr. 
Palmer. 

“While, to the average reader, the 
story of the White Fireman may not be 
as sensational or as dramatic as the 
story of the Red-Shirted Fireman, never- 
theless he is doing a bit of constructive 
work which is saving property-owners 
millions of dollars each year—a construc- 
tive service which we think the public 
should be brought to realize and appre- 
ciate, especially since we have been em- 
phasizing in our advertising for years 
the importance of larger care being 
shown by the public in its relation to 
fire hazards. Heretofore, we have told 
the public what to do. Now we are going 
to tell the public what we and other fire 
insurance companies are doing in the 
matter of fire prevention.” 





F. I. CRISFIELD HONORED 


Finishes 45 Years In The Service Of 
Liverpool & London & Globe; Given 
Dinner At The Waldorf 


F. I. Crisfield, general adjuster of the 
Liverpool & London & Globe, last week 
completed forty-five. years of service 
with the company. The occasion was 
celebrated with a big dinner on Wednes- 
day evening at the Waldorf-Astoria, at- 
tended by the executives of the company. 
C. A. Nottingham, manager of the 
Eastern department, presided. He pre- 
sented Mr. Crisfield, on behalf of the 
company, with an L. & L. & G. gold 
service medal designed as a watch fob. 

Mr. Crisfield followed in the footsteps 
of his father in joining the L. & L. & 
G. He entered the New York office in 
1882 and served in the office, then in the 
field as special agent and in 1914 was 
recalled to the main office to be made 
general adjuster. He is tremendously 
popular among agents, fieldmen and 
brokers. 





TO FORM BAPTIST MUTUAL 


The South Carolina Baptist Associa- 
tion is planning to organize a mutual fire 
company with headquarters at Columbia 
to write property of this denomination in 
South Carolina. Decision to launch such 
a company was reached at the recent an- 
nual convention of the association. A. J. 
McDavid, a Columbia delegate, offered 
opposition to the plan and attempted to 
convince the convention that the plan 
would not be practicable. Churches and 
parsonages in the state are said to be 
valued at more than nine million dollars. 
In addition there are church schools and 
other institutions. 





TO ADDRESS EXAMINERS 


H. E. Newell, an engineer of the Na- 
tional Board of Fire Underwriters, will 
be the speaker at the next meeting of 
the Examining Underwriters Association, 
to be held on January 17. He will discuss 
the hazards of spraying processes. 
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Ten Story Building 
For Firemen’s, Newark 


WILL BE IMPOSING STRUCTURE 


Company to Add 8 Stories to Present 
Building on Front; 7 in 
Rear 


Definite plans for the addition of eight 
stories to the present building of the 
Firemen’s of Newark, which will make 
the present building ten stories in height 
have not as yet been completed, but 
probably will be in the early spring of 
1928, according to officials of the com- 
pany. 

The building will be ten stories in front 
and seven stories in the rear. It will rise 
above the building of the Newark Ath- 
letic Club by four feet, and will be the 
tallest structure on Park Place, with the 
exception of the Military Park Office 
Building. 

An Imposing Structure 

_The present building which is two sto- 
ries in height, and which the Broad 
Street Association of Newark, awarded: 
prize for the most imposing structure of 
its height, is of fireproof construction, 
trimmed with limestone and with its 
large concrete pillars presents an impos- 
ing sight. ae 

When the present building was erect- 
ed, following the sale of the old Fire. 
men’s building at Broad and Market 
streets, provision was made for the ex- 
tension, but it was not contemplated that 
it would be necessary so soon. 

Increased business of the company, and 
the taking over of several other insur 
ance companies, is given as the reason 
for the need of a larger building. 

John H. and Wilson C. Ely are the ar 
chitects on the new structure, and the 
plans for the interior have been approved 
by the officials of the company. The 
exterior trimmings have not as yet been 
decided upon. 





FIRE-MARINE BROKERS MEET 


Dues To Be Increased Upon Graded 
Scale According To Volume Of 
Business That Is Produced 


More than 220 members of the Fire, 
Marine & Liability Brokers’ Association 
of the City of New York, Inc., attended 
a dinner meeting of the organization last 
week at the Drug & Chemical Club. Ont 
of the features of the meeting was ? 
talk by Julian Lucas, of Davis, Dorlan/ 
& Co., in which he asked for an increast 
in the dues and offered for consideratio! 
a graded scale from $30 to $250, desis: 
nated by classes “A” to “F” based up0 
the gross premium income of the met 
bers. The “A” class applies to offs 
having a premium income of $500,000 
less and the maximum dues are for o 


fices with an annual premium income ® 
$2,000,000 or more. At the close of tie 
meeting seventeen offices had _ place 
themselves in the $250 dues class. 

Charles L. Bussing presented the ass 
ciation with a handsome bronze dinnt! 
bell engraved with the name of the # 
sociation with space for the names of tht 
official bell ringers. The name of Jacob 
C. Ammermuller is now engraved up 
the bell. 





A. N. LANGDON A SPECIAL — 


A. N. Langdon, engineer in the spe 
risk department of the New York Under 
writers, has been appointed special age" 
of the company in Michigan, effect 
January 1. He succeeds H. A. McMat 
tin, resigned. Mr. Langdon’s headqu® 
ters will be at Detroit, Mr. Langdot! 
a graduate of the “Stoney” Bureat ie 
has been connected with the New Y? 
Underwriters for some years. 
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USINESS is rotten!” is what Jim Mason said to 
B our Special Agent. He is one of the old time 
| fire agents—has represented us for more than 

twenty years—did not bother with “ sidelines.” 


Our Special took him out and sold some of the 
despised “sidelines” right under his nose. Showed 
him the opportunity they presented as entering 
wedges on lines he had never been able to touch.. 








That was only six months ago. Ask Jim Mason 
today how business is and he will tell you his premium 
income is greater than ever. Ask him if he sells 

- “sidelines” and he will reply: “Sidelines? —1 sell all 
kinds of insurance and none of them are ‘sidelines’ 
with me!” 


FIDELITY-PHENIX 
























































80 MAIDEN LANE, NEW YORK.NY. 





FIRE INSURANCE CO: — 


NEW YORK ° CHICAGO - SAN FRANCISCO 











ERNEST STURM, Cnairnman oF tHe Board 
PAUL L.HAID, Presioent, 


Cash Capital - Ten Million Dollars 


e MONTREAL 
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Says Big Bank Used 
Legislative Threats 


STIRS AGENTS OF CALIFORNIA 





National Association Issues Statement 
Charging Intimidation By A. P. 
Giannini; Northwestern Nat'l. Busy 





Charging that A. P. Giannini, founder 
of the Bank of Italy, is a California 
Mussolini who has threatened reprisals 
against fire insurance agents in the way 
ot legislative action if they did not drop 
Bank of Italy attacks, the National As- 
sociation of Insurance Agents issued a 
statement this week telling of develop- 
ments in the Bank of Italy situation. 
Some points made in the statement fol- 
low: 

The Northwestern National has ap- 
pointed 125 Bank of Italy agents and is 
also alleged to be soliciting an alignment 
with independent banks throughout Cali- 
fornia. 

All companies signatories to the com- 
panies agents’ conference agreement 
have withdrawn their appointment of 
agents connected with the Bank which 
were made subsequent to the signing of 
the agreement. 

The California Association of Insur- 
ance Agents is continuing its fight to 
prevent absorption of their business by 
the Bank of Italy. 

Calls Northwestern National Drunk 

With Premium Avarice 


Discussing the Northwestern National 
the statement said in part: “The North- 
western National is apparently drunk 
with the thought of the vast amount of 
business relinquished by the other com- 
panies which is being placed on its 
books. Seemingly, it is unmindful of the 
fact that the Bank of Italy owns about 
one-third of the farms in certain sec- 
tions of California, a type of unprotect- 
ed business the company has heretofore 
steered away from; that the Bank con- 
trols special hazards, such as wood- 
workers; and that the Bank is interested 
in some of the congested districts which 
carry a vast degree of liability.” 

The National Association quotes a let- 
ter to cashiers of independent banks 
written by D. W. Clark, manager of the 
Pacific Coast department of the North- 
western National. It reads: 

The recent solution passed by the California 
Association of Insurance Agents is directly op- 
posed to banking institutions engaging in the in- 
surance business. The stand which they have 
taken is not in accord with our viewpoint, there- 


fore we take this opportunity of soliciting an 
agency connection. 


Discusses Giannini 


The National Association calls atten- 
tion to the exclusive interview in The 
Fastern Underwriter of last week with 
President Bacigalupi of the Bank of 
Italy in which he outlined the bank’s 
position in respect to insurance, as well 
as some other facts about the Bank of 
Italy’s insurance connections printed in 
that story, and then discusses A. P. 
Giannini, founder of the Bank of Italy, 
saying: 

“Apparently, A. P. Giannini, founder 
and head of the Bank of. Italy, has not 
yet grasped what the affair is all about. 
He has indicated that the whole matter 
has been precipitated by the Board of 
Fire Underwriters of the Pacific, with 
whom the bank had a difficulty about six 
years ago, when it undertook to extend 
its branches. At that time, Giannini’s 
brother-in-law, an insurance broker, be- 
came attached to the bank organization. 
Giannini wanted to have the bank busi- 
ness written through the bank, and it 
applied to the San Francisco broker’s 
exchange for membership, which was de- 


(Continued on page 36) 
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WRITING AIRCRAFT DAMAGE 





American of Newark Issuing $2,500 
Policies for $5; Covers Buildings 
and Contents 

The American of Newark has an- 
nounced to their agents in all airport 
towns that the company will now write 
aircraft damage insurance under the sim- 
plest form yet devised; the company of- 

_ fers a $2,500 policy covering on any build- 
ing and contents for three years, for $5. 

The company states that there will be 
no rates, no forms, no inspections—just 
the one policy for the same amount; 
same term and same price to all. 

In the event, however, when the as- 





sured requires more than $2,500 cover- 
age, the company must be notified as to 
the reason for the extra amount before 
the policy will be issued. In addition to 
the announcement, the company has is- 
sued a booklet showing pictures of the 
damage done by falling aeroplanes. 





PENNA. CONFERENCE 


Insurance Commissioner M. H. Tag- 
gart of Pennsylvania will hold a confer- 
ence in Harrisburg shortly, it is believed, 
for a group of the leading insurance men 
of the state, at which the question of 
established brokers and agents taking li- 
cense examinations in order to write for 
additional companies will be discussed. 
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Boyal Exchange Assurance » 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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Company 


INCORPORATED - 1872 


STATEMENT JANUARY 1. 1927 


$12,500. 


000.00 


I 
OTHER LIABILITIES 


NET SURPLUS 


1 7. S62 8.13 Ss. 3 6 
53.238,584.63 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$30,1 28,138.96 


LOSSES PAID POLICY HOLDERS 


$185,174,967.15 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, IIl. 
CG. R. STREET, Vice-President 
PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD GCONLY, Manager. 


MARINE DEPARTMENT 


NEW YORK—Ww.H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Wnwm. H. McGee & Co., Gen’! Agts.,Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 








Ad Conference Picks 
Washington For 1928 


DUES ARE INCREASED TO $15 





Executive Committee Creates Separate 
Offices For Secretary And Treasurer; 
Standing Committees Named 





At a meeting in New York last Sat- 
urday of the executive committee of 
the Insurance Advertising Conference 
several important decisions were made. 
These included the abandonment of a 
Spring meeting for 1928, the selection of 
Washington, D. C., as the place for the 
annual meeting in October, the crea- 
tion of two separate positions for sec- 
retary and treasurer and the raising of 
the dues from $10 to $15 annually. W. W, 
Darrow, advertising manager of the 
Home, resigned as_ secretary-treasurer 
and George E. Crosby of the Aetna was 
appointed secretary with Luther B. Lit- 
tle of the Metropolitan Life treasurer. 

Acting in accordance with the new 
by-laws approved at the Chicago meet- 
ing, the executive committee voted that 
portfolios, ‘to include a certificate of 
membership incorporating the standards 
of practice of the Conference, a copy of 
the by-laws and any changes or amend- 
ments thereto, a roster of members, and 
such bulletins and reports as have been 
issued during the previous three months, 
and such other and additional documents 
as may be included by order or direc- 
tion of the executive committee, be pro- 
vided to old members at a price to be 
determined by the Conference and to 
new members as a part of their initia- 
tion fee. 

Due to the increased work of the Con- 
ference and the necessity for a more 
complete bulletin service, to be in charge 
of a secretary who will handle the de- 
tail work, and for further development 
purposes, the annual dues were increased 
for all voting members and an initiation 
fee of $5 for all new members of the 
Conference. 


Standing Committees Chosen 


Plans for the ensuing year will be 
carried on through the standing commt- 
tees, appointed by President Elvins and 
approved by the executive committee, 
which are as follows: ; 

Membership committee. chairman, 
John Hall Woods; J. J. Doyle, Charles 
E. Freeman, J. P. Lyons, A. L. Spauld- 
ing. 

Trophies committee: chairman, Leon 
Soper; C. E. Rickerd, H. V. Chapman. 

Standards of practice committee: 
chairman, Luther B. Little; Alice E 
Roche, D. S. Moorehead. 

Public relations committee: W. W- 
Darrow, chairman; W. W. Ellis, L. A 
Jacobs, J. W. Longnecker, J. H. Woods, 
L. F. Tillinghast, H. A. Warner, D. St 
C. Moorhead. 

Press co-operation committee: J. W. 
Longnecker, chairman; J. P. Licklider, E 
A. Brock. ; 

Educational (program) committee; 
chairman, Henry H. Putnam; B. N. 
Mills, W. W. Ellis, Ralph W. Smiley. 

Finance committee: D. St. C. Moot- 
head, chairman; Arthur Reddall, W. W. 
Darrow. . 

Taking up the matter of the Confer 
ence’s affiliation with the Internationa 
Advertisers’ Association, which was let! 
in the hands of the executive commlt 
tee from the Chicago meeting, a decision 
was made to resign from this affiliation, 
to become effective December 31, 19% 


Charles B. De Mille of Seattle, a Pa 
cific Coast general agent, has added the 
Presidential Fire & Marine and the Me 
jestic Underwriters to his fleet. 
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<2) Se NS 





——————— 






























THE EASTERN 


December 16, 1927 UNDERWRITER 








i 











JE 


DODD D III III III IID IDI IDI IDL DD ID ID ITI ID DDD DDD IDLE DD DED DIDI ID DIDI IO 





NOT NOTING TING TNO T A 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary WELLS T. BASSETT, Vice-President and Secretary 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 





ORGANIZED 1854 


MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INSURANCE C0., OF PITTSBURGH, PA.; 








ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1870 , 


CONCORDIA FIRE INSURANCE C0., OF MILWAUKEE, WIS. 
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ORGANIZED 1886 - 


CAPITAL FIRE INSURANCE C0., OF CONCORD, N. H. 


HOME OFFICES 
NEWARK, NEW JERSEY 
PHILADELPHIA, PA. CONCORD, N. H. MILWAUKEE, WIS. PITTSBURGH, PA. 
DEPARTMENT OFFICES 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 


H. A. CLARK, Manager W. W. & E. G. POTTER, Managers 
844 Rush Street 60 Sansome Street 


CHICAGO, ILL. SAN FRANCISCO, CAL. 
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Tips Upon Selling 
Water Damage Covers 


A LINE THAT IS UNDERSOLD 
Arnold Grasse Of The Home’s Improved 
Risk Department, Tells How This 
Protection Can Be Sold 





Arnold Grasse, manager of the improved 
risk department of the Home and a keen 
and capable underwriter of many of the 
spectal hazards, has written an excellent 
article on water damage for the current 
issue of “The News From Home,’ the 
monthly publication of the company. In 
this treatment of water damage coverage 
Mr. Grasse takes up hazards, rates, legal 
liability, minimum co-insurance, deductible 
clauses, minimum premiums and commis- 
stons. [lis article follows: 

In many offices little or no water dam- 
age insurance is written because the per- 
sonnel of the office is not familiar with 





C55) 


ARNOLD GRASSE 


the subject. It is the purpose of this 
article to explain briefly the principal fea- 
tures of the water damage policy and 
the rules under which it is written. 

The printed conditions of the policy 
provide indemnity for loss from a num- 
ber of different sources. The hazards 
included are: 

Plumbing system (not including auto- 
matic sprinklers). 

Plumbing tanks. 

Steam or hot water heating. 

Pipes and radiators. 

Elevator tanks and cylinders. 

Stand pipes for fire hose. 

Roofs, leaders and spouting. 

Rain or snow driven or admitted 
through broken or open windows or sky- 
lights. 


Hazards Not Covered 


The conditions of the policy exclude 
losses caused by seepage of water 
through building walls or foundations; or 
by leakage of water through side walks 
or side walk lights; or by floods, inun- 
dation or backing up of sewers or out- 
side drains; or by either the normal or 
unusual influx of tide water; or by 
sprinkler leakage. 

The basis rate given in the water dam- 
age manual is predicated on the cover 
outlined’ in the above two paragraphs. 
However, a number of other features en- 
ter into the computation of the final rate 
applicable to any given risk. The basis 
rate for contents insurance is deter- 
mined by the susceptibility of the goods 
to water damage; penalties are added for 
the inclusion of extra hazards and cred- 
its are given for the following favorable 
features: Single tenant occupancy, 
watchman service and concrete or tile 


floorways. The percentage of coinsur- 
ance attached to the policy is an espe- 
cially important factor in the determina- 
tion of the final net rate. 

The following example will serve to 
illustrate the make-up of a rate. As- 
sume a department store of ordinary 
construction. The contents take a D-3 
classification for which the basis rate is 
$5.15. If there are no other tenants this 
basis rate is subject to 25% credit. A 
further credit of 15% may be allowed if 
standard watchman service is maintained, 
thus: 





Example 
$5.15—D-3 
1.25-—-25% sole tenant 
$3.86 


58—15% watchman service 
3.28—gross 
ance. 
This gross rate of $3.28 is subject to 
reduction for the attachment of a co- 
insurance clause. The credits for co-in- 
surance are given in the manual on page 
5 and range from 1 to 89%. Thus if the 
department store assumed above is writ- 
ten with 90% co-insurance the net rate 
on contents would be .36 per hundred per 
annum. The basis rate on the building is 
$3.00 and the same percentage dedcuc- 
tions apply as on the contents rate. Thus 
the annual rate on this building if writ- 
ten with 90% co-insurance would be .21. 
Extra Hazards 
There are a number of additional haz- 
ards, not printed on the face of the 
standard policy, which may be included 
in consideration of an additional pre- 
mium. Chief of these is the street water 
main and fire hydrant cover. Wherever 
public fire protection has been installed 
this water damage hazard to property 
exists, particularly in the older and larg- 
er cities where ancient mains are sub- 
ject to high pressures. For the inclu- 
sion of this hazard an additional charge 
of 40% of the manual rate is made. Thus 
for a policy including this hazard on the 
contents used in the above illustration 
the rate would be .504 with 90% co-in- 
surance. A 20% charge is made for ex- 
tending the policy to cover such other 
additional hazards as brine or ammonia 


rate without co-insur- 


dishwashing machines, etc. Basement 
or top floor stocks are subject to a 25% 
increase in rate by reason of their haz- 
ardous location. 
Special Rating 

It will be seen that this method of 
rating is quite simple when compared 
with the much more involved systems 
employed in other lines of insurance, and 
it will well repay a little time spent to 
become familiar with it. The general 
method outlined here is the one appli- 
cable to the great majority of risks eligi- 
ble for water damage insurance. A few 
classes, however, are subject to special 
rating by the Home Office, i. e., build- 
ings with expensively decorated walls or 


ceilings, hotels, apartment buildings, 
schools, clubs and the like. 
As before stated the co-insurance 


clause is an especially important feature 
of the water damage policy. There are 
certain minimum requirements to be ob- 
served as follows: 


Minimum Co-Insurance 


Minimum 
Coinsurance 
On Valuations Clause 
Under S50:000) c.5 cckeedees’ 25% 


Of $50,000 but under $75,000. 20% 
Of $75,000 but under $100,000 15% 
Of $100,000 but under $250,000, 10% 

On valuations of $250,000 or over any 
percentage may be used or a policy may 
be written without any coinsurance; 
however, $25,000 is the smallest amount 
that may be written without coinsurance 
on any size value. 

One other important feature of this 
cover is the deductible clause. For the 
$50 deductible a reduction of 10% in the 
premium is allowed. For the $100 de- 
ductible the reduction is 15%. 

There is a large field for the water 
damage legal liability policy. Familiarity 
with this special form will be of value 
to any agency. There is a standard 
printed form for this cover and the rate 
is obtained by the same method of ap- 
plying charges and credits, as has been 
explained above with but two exceptions, 
namely, the basis rate for all risks is 
$3.88 per hundred and as the policy is 
written without coinsurance the coinsur- 
ance credits do not apply. The minimum 
amount of legal liability insurance writ- 


—__.., 


quently written under other special 
forms such as assumed liability profits 
and commissions, use and occupancy, ete, 


Minimum Premium 


In concluding this explanation it may 
be well to call attention to the mini- 
mum premium rule, $20 is the minimum 
for a one year policy; $50 the minimum 
for five years. Bear in mind also that 
all policies are subject to the term privi- 
lege of 2% annuals for three years and 
4 annuals for five years. 

The commission to agents on water 
damage policies is 20%. 

Manual and Information 


A complete manual, together with sam- 
ple policies, forms, application blanks and 
inspection blanks will be sent on request, 
All risks must be inspected before they 
are accepted and the company must give 
its approval before insurance is bound. 
Inasmuch as there are people in this 
world who operate on the theory that 
when it rains the roof cannot be fixed 
and when it is fair there is no need to 
fix it, we are obliged to decline risks hay- 
ing chronic -defects. There, money 
should be spent to hire a plumber or a 
tinsmith rather than for the purchase 
of an insurance policy. Any risk with- 
out chronic defect is a good prospect for 
water damage insurance. It would be 
hoove every agent to solicit accounts al- 
ready in his office before his competitor 
does so. Business concerns needing this 
protection will make up a very sizable 
list even in a small community and will 
assume very extensive proportions in- 
deed in the larger centers. Systematic 
solicitation in this field will bring you a 
worthwhile volume of commissions. 





PLANS STOCK INCREASE 


The General Exchange Insurance 
Corp., the automobile insurance subsid- 
iarv of the General Motors organization, 
and last year the largest automobile pre- 
mium producer in this country, is_plan- 
ning to increase its capital from $500,000 
to $1,000,000. Bv selling the stock at 
twice par value $500,000 will likewise be 
added to the surplus. It is believed that 
there will be a subsequent declaration 
dividend of $1,000,000. When all is ac- 








refrigerating systems, steam pressing ten is $2,500. complished this will be equivalent to @ 
machines, steam dryers, steam tables, Water damage insurance is also fre- stock dividend of $500,000 or 100%. 
ASSURANCE CO. 
An old French company of high standing and financial responsi- 
bility. It is entered in practically all the States of the Union. The 
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66 NE today is worth two tomorrows,” 
said Poor Richard. And when that 
one day is Christmas, it may truly be 

said to be worth many tomorrows. 


For what better day is there in the cal-— 
endar? Then comes the joy of living, the 
feeling of good fellowship, of “Peace on 
earth, good will toward men.” 


And after Christmas—the New Year. 
With it comes the inspiring thought of new 
thing's to come—new hopes, new joys. Even 
life itself seems to start afresh with the 
coming of the New Year. 


Then let us wish you the season’s greet- 
ings with all the joy and happiness that life 
can bring to you for the coming year, and 
years and years to come. 


THE FRANKLIN FIRE INSURANCE COMPANY 


of Philadelphia 


ORGANIZED APRIL 1829 





A Merry Christmas and A Happy New Year 


_ 
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Premiums of West Va. 
Non-Ass’n Companies 


ONLY 5% OF TOTAL BUSINESS 





Uniformity Ass’n, Companies Contend 
Separation Is Based On Quality 
Rather Than Quantity Of Risks 





The move toward separation of mixed 
agencies in West Virginia by the pro- 
mulgation through the West Virginia 
Uniformity Association of new rates of 
commissions, with the best rates for 
agents writing only for organization 
companies, has naturally brought con- 
siderable protest from the agents them- 
selves. They claim that the amount of 
premium income written by about twenty 
companies not members of the associa- 
tion totals only approximately 5% of the 
income written by the association mem- 
bers and that therefore the companies 
should not insist upon separation. 

To back up their views a group of 
agents has prepared a detailed statement 
of the business written by the non-as- 
sociation companies in the years 1924, 

1925 and 1926. This shows that the pre- 
miums written by the uniformity com- 
panies in 1925 and 1926 amounted to 
$8,572,072 and $9,304,300 respectively, 
while the income of the non-association 
companies in the same two years was 
$413,713 and $427,048. The rate of in- 
crease of the uniformity companies is 
considerably greater than that of the 
non-members. What has happened this 
year will, of course, not be known until 
sometime in January or February of 
1928. 

Why Companies Seek Sevaration 

The association companies in their de- 
fense of the separation program point 
out that it is not so much the amount 
of business which agents representing 
both classes of companies give to the 
non-association w riters in their offices, as 
it is the quality of that business. It is 
contended by the Uniformity Associa- 
tion that the non-member companies pay 
excess commissions for strictly high- 
grade, low-loss business and that many 
of the agents have within the last three 
vears made non-association connections 
for the purpose of deriving more income 
from the placing of selected risks than 
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Head Office: 


Cash Capital 


Net Surplus 


FIRE - MARINE - AUTOMOBILE - 
LEAKA 





Organized 1859 


oval Liberty 
Irsuraure Company 
of America. 


709 Sixth Avenue, N. Y. 
STATEMENT JULY 1, 1927 
Reserve for Unearned Premiums..... 
Reserve for Unpaid Losses.......... 
Reserve for Taxes and other Liabilities 
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Surpluate Policy Molders s...56 6.55 60.45 15h hacen sow 

WINDSTORM - TORNADO - SPRINKLER 

GE - EXPLOSION - RENT and RENTAL VALUES - TOURIST BAGGAGE - 
RIOT and CIVIL COMMOTION - USE and OCCUPANCY 


$1,500,000.00 
9,246,204.77 
962,268.67 
345,500.00 
11,684,746.41 


$23,738,719.85 





$13,184,746.41 








would be possible if they wrote for as- 
sociation companies alone. 

In order to protect themselves against 
an adverse selection of risks, though 
naturally it cannot be said that 95% of 
the West Virginia business is of ques- 
tionable quality, the association members 
favor the separation idea. West Virginia 
has for years been a hotbed of conten- 


Premiums—Year Ending 
Albany 


Alliance AsSurance of England................. 


American Equitable 
Birmingham Fire 
Buffalo 
Columbia Nat. 
Eureka Security 
Export 
Farmers Fire 
Hampton Roads Fire & Marine 
Importers & Exporters 
Marine 
National Union Fire 
Netherlands 


Northwestern Nat. 
Reliable 
Stuyvesant 
United American 


NOTE :—Above figures taken from the State 


Association organized Oct. 1, 1924). 


Total premiums written by all fire companies..... 
Total premiums written by uniformity companies. 
Total premiums written by non-uniformity companies 
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tion between agents and companies and 
various groups of companies, and the 
new plan is believed to represent a fairly 
satisfactory solution of a troublesome 
problem. 

Following is the table presented by 
West Virginia agents showing the pre- 
mium income of the small group of non- 
association members: 








1924 1925 1926 
chawaok Nil $7,955 $9,797 
beaiakes $17,956 8,719 536 
ereieeite ie 23,242 80,581 44,388 

gi atari Nil Nil 266 
seuwaice 14,340 30,851 25,264 
vencees 7,819 11,836 9,931 
penne 3,506 8,489 6,095 
Remon 134 1,045 2,024 
icehce 2,725 3,749 6,249 
Ain aowearetare 11,572 23,767 16,691 
gas ae eam Nil 35,409 61,640 
catinee 4,344 5,857 4,725 
aobieea 71,765 75,879 111,931 
Sartiearkias 435 5,786 4,993 
Knees Nil 3,079 16,105 
Pe ae 7,777 6,740 11,481 
bee 9,126 12,585 12,220 
wiateriate 13,385 15,401 9,739 
amtbaisss 15,428 21,939 19,242 
Esrasta 34,978 54,046 53,731 

$237,665 $413,713. $427,048 
Insurance Department Records (Uniformity 
$9,091,499 $8,985,785 $9,731,348 
8,853,834 8,572,072 9,304,300 
237,665 413,713 427,048 
$9,091,499 $8,985,785 $9,731,348 








CAPITAL INCREASE APPROVED 


The proposed capital increase of the 
American Equitable Assurance from 
$700,000 to $1,000,000, by increasing the 
common stock from $200,000 to $500,000 
was last Friday approved by the direc- 
tors. A special meeting of directors has 
been called for December 16 to act on 
the recommendation for the declaration 
of an extra cash dividend of 40% and a 
stock dividend of 150% on the outstand- 
ing common shares of the company. 





AMBROSE C. SHIPMAN DEAD 

Ambrose C. Shipman of the local agen- 
cy firm of A. C. & F. B. Shipman of 
Cooperstown, died on Sunday. He was 
seventy-eight years old and had repre- 
sented several leading fire companies. 
He was also president of the Otsego 
County Co-operative Fire of Coopers- 
town. 





PHILADELPHIA COMMISSIONS 

A committee from the Philadelphia 
Suburban Underwriters Association was 
in New York yesterday to confer with 
the Philadelphia committee of the East- 
ern Underwriters’ Association on the 
matter of commissions, in the Philadelphia 
suburban territory. 





WELCOME JOHN M. THOMAS 


The Insurance Company of North 
America welcomed John M. Thomas, the 
new vice-president of the Fire Associa- 
tion, to Philadelphia with an informal 
dinner at the Union League in that city 
last week. In addition to the guest of 
honor, his associate, Vice-President Wal- 
ter L. Maillot, of the Fire Association, 
was a guest. Nearly all the senior offi- 
cers of the North America were present. 


JERSEY AGENCY SOLD 





B. W. Douglas Of Newark Buys Inter- 
ests Of Another Firm; Second 
In Two Months 

The Franklin Insurance Agency of 
Nutley, N. J., which has been conducted 
by Frank G. Bennett for several years, 
has been sold to B. W. Douglas of 786 
Broad Street, Newark. This makes the 
second agency which Douglas has bought 
in the last two months, the other agency 
being the Ray C. Dreher agency, which 
was under the management of & 
Dreher, who is now associated’ with the 
Old Colony of Boston. 

Mr. Douglas who has been associated 


Seren ene secon 


with the insurance business for a num- 
ber of years, will represent seven com- 
panies in the Newark district. They in- 
clude the Firemen’s of Newark, Stuyve- 
sant, National Union, Agricultural, Met- 
ropolitan Casualty, New York Indemnity 
and Mutual Benefit Life. 





The Board of Fire Underwriters of the 
Pacific has passed a resolution to apply 
for membership in the Interstate Under- 
writers Board, which hopes to provide 
uniformity of practice in the writing of 
general cover contracts and make rules 
for the underwriting of fire and marine 
insurance so as each will keep within its 
own sphere. 
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REINSURANCE 
FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 
America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 














THE FIRST REINSURANCE COMPANY 


Hartford, Conn. 


of Hartford 





Jersey Town To Have 
Lower Insurance Rates 


WATER EQUIPMENT A _ FACTOR 





Suggestions Made by Board of Under. 
writers to Be Carried Out in 
Roselle 





It has been announced by Councilman 
Gilbert Anthony, fire commissioner of the 
town of Roselle, N. J., that within the 
next two months the Borough of Ro. 
selle will be taken from class EE and 
placed in class E by the Board of Fire 
Underwriters as the result of changes 
made in the fire department upon rec. 
ommendation of the Board of Underwrit. 
ers. 

The changes in the department have 
been taking place slowly but consistently 
during the past two years. The Phin. 
field-Union Water Co., which owns the 
fire hydrants, is planning to change the 
threads to conform to the national 
standard hydrant thread. The twelve. 
inch main on the main street will be con- 
nected with the main water pipe before 
Christmas. 

To Establish Drill School 

It is also planned to establish a drill 
school for firemen as soon as the new 
fire station is completed. The building 
code has been revised, following the sug- 
gestions of the underwriters and a spe- 
cial code covering the storage of inflam- 
matory and explosive material will be 
drawn up. 

The fire department consists at present 
of three companies of thirty-four men 
This number will probably be increased 
to fifty by the first of the year. 

The Borough of Roselle during the 
past year has established close to a re 
erd as far as fire losses is concerned. 
Since January 1 the fire losses have 
amounted to less than $18,000. The 
change in classes will amount to a sa’ 
ing of more than twelve cents on a $l, 
Through the lowering of insurance rates 
it is expected that a number of factories 
will be erected in the immediate vicinity 
of the town. 





BLUE GOOSE OFFICERS 





Deputies-at-Large Appointed, Also Sec: 

tional Loyal Grand Ganders; W. A. 

Hatcher, Historian 

Most Loyal Grand Gander T. L. Ge 
raghty has appointed the following oft 
cers of the Grand Nest of the Blt 
Goose: : 

Deputies-at-large: W. E. Mallaliet 
New York city; William T, Benallack 
Detroit; E. D. Marr, Kansas City, Mo; 
Richard E. Vernor, Chicago; W. P. Fess 
Winnipeg; Wirt Leake, Dallas; Charles 
M. Cartwright, Chicago; Wallace Kelly, 
New York; D. Maury Pollard, Beaumotl, 
Tex.; and Hugh S. Coburn, Salt Lak 
City. 

Deputy most loyal grand _ganders for 
sections: Eastern Canada, B. A. Chale 
bois, Montreal; central Canada, W. | 
Blackburn, Winnipeg; western .Canata 
A. Z. DeLong, Vancouver; New Ent 
land, Chesapeake, New York, Fdward ¢ 
Ryan, Brooklyn, N. Y.; Virginia 2 
Carolinas, R. Seabury d’Espard, Wash: 
ington; Georgia and Florida, Alton F 
Iiby, Atlanta; Tennessee and Alabam 
1 a2 Amonette, Nashville ; Louisiat# 
and Mississippi, Joseph I. Waener, Net 
Orleans; Indiana and Kentucky, Edwat 
& Knoop, Louisville; Ohio, Michigan 
West Virginia, R. W. Hukill. Py 
Ohio; Wisconsin and Illinois, G. J. Lit 
genfelder, Chicago; sonst “and th 
Dakotas, J. Norman Thompson, Fate 
Iowa and Nebraska, Harry H. Mille 
Omaha; Kansas and Colorado, B. & 
Wuersch, Denver; Texas and Oklahomt 
Herbert C. Ford, San Antonio; Arke’ 
sas and Missouri, Paul W. Terry. ° 
Louis; Montana, Idaho, Utah and Eas 
ern Washington, D. A. McKinley. 
kane; British Columbia, Western Was 
ington and Oregon, D. R. Atkins 
Fortland, Ore.; California, B. C. Fist 
Los Angeles. 

W. A. Hatcher, Milwaukee, has ® 
appointed historian of the order. 


Dec 
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Nat'l. Board Boosts 
Agents’ Organizations 


TALK BY T. ALFRED FLEMING 





Head Of Conservation Dep’t. Tells Local 
Agents They Must Band Together 
To Improve Business 





Improved co-operation between the 
fre insurance companies and _ their 
agents, as evidenced by the closer re- 
lationships of the National Board of Fire 
Underwriters and the National Associa- 
tion of Insurance Agents, is constantly 
becoming more apparent. On last Fri- 
day, T. Alfred Fleming, supervisor of 


conservation of the National Board, 
spoke before the Queens County Local 
Board at Jamaica, Long Island, on the 
benefits of local board work and affilia- 
tion with a country-wide organization 
such as the National Association. He 
said the National Association spoke for 
over 10,000 of the leading agents of the 
country and was of tremendous influ- 
ence. 

“The history of the world has taught 
us that society is interdependent,” said 
Mr. Fleming. “Individuals were never 
expected to be alone. 

“The business world has learned this 
lesson from nature. Every worth while 
enterprise is organized. Its ‘integral parts, 
though separate, act as portions of a 
great unit of interest and_ influence. 
Railroads, though competing bitterly for 
their share of the transportation busi- 
ness, are thoroughly organized as a unit 
and operate under certain well-defined 
lines for mutual good. 

“Credit, which is the vehicle on which 
so much of our commerce is conducted, 
has its National Association of Credit 
Men; its state groups and its city units. 
Commerce has its board or chamber of 


commerce, its state chamber ; and all 
these function as units in the United 
States Chamber of Commerce. Manu- 


facturers have found the necessity of 
mass formation and everywhere are or- 
ganized for the benefit to their business 
as well as for defence. 

Insurance Men Need An Organization 

“Insurance men in the United States 
supply the most important essential for 
the support of the credit and commer- 
cial activity of the nation. Without in- 
surance, credit cannot be operated. With- 
out credit, the commercial machinery 
Stops. Insurance representatives there- 
fore, hold the key to national prosperity 
and security. No other business exceeds 
it in importance. It places squarely be- 
hind credit, in fire and other allied lines 
of insurance, two hundred and eighty- 
nine billion dollars of protection. This 
sum is over three-fourths of the entire 
Present net worth of the nation, which 
is three hundred and fifty-five billions. 
If this is true, there is the greatest need 
for every insurance agent to function 
with the organization, which not only 
Protects him and his business, but which 
raises the standards for his operation and 
engineers the defeat of all practices and 
legislation inimical to his success. 

“The National Association of Insur- 
ance Agents is the medium through 
Which every fire and casualty insurance 
agent can co-operate with his fellows, 
m attaining the highest results in his 
Profession. Through the local board, 
State association and national associa- 
tion, he is brought in touch with the 
best thought of the great army of high- 
ilass agents throughout the entire na- 


Pastor Tells Specials 
Nation Is In Bad Way 


BELFORD SEES CORRUPTION 





New Jersey Field Men Hear Clergyman 
With A Grouch; S. A. Mehorter 
Gets Parting Gift 





Members of the New Jersey Special 
Agents Association experienced head- 
aches after listening to the Rev. J. L. 
Belford, a Brooklyn clergyman, tell what 
was the matter with the country which 
he did at the association’s monthly din- 
ner at the Elks’ Club in Newark on Mon- 


day night, Little escaped condemnation 
as the pastor proceeded. He attacked 
nearly everything in sight, his theme 
being dishonesty. Despite his pessimism 
he was applauded lustily. 

Dr. Belford began with the schools. 
He found dishonesty and other deplor- 
able traits in the school boys, all the 
way from grammar school to college and 
through. Next he went gunning for the 
medical profession. Fees too high; doc- 
tors incompetent, poor robbed and taken 
advantage of. These were a few of his 
charges in that direction. 

Lawyers On Grill 

The next to come under his displeas- 
ure were the lawyers. He advised his 
audience to read wills carefully if law- 
yers had anything to do with them. He 
cited several alleged cases where the 
lawyers were the real beneficiaries under 
the will. Many of them take cases 
merely for the fees, etc. Next to be 
put on the frying pan were the politi- 
cians. Many candidates spend a large 
sum to be elected, and why? Before the 
audience could draw its conclusions Dr. 
Belford helped it along by ascribing va- 
rious crookedness to these men after 
their election. 

Servants then came in for attention. 
They got rake-offs from the butcher and 
baker and candlestick-maker. Next on 








tion. It is the clearing house for all 
agency difficulties. It is the body which 
pleads its cause in conferences, It is the 
organization which had so much to do 
in defeating the bill in 1918, which would 
have authorized government insurance. 
It is the great insurance policy for the 
local agent’s business, and the dues paid 
are but the premium on the type of in- 
surance that each agent is unable to 
supply for himself. 

“When the National Association speaks 
on any subject, it speaks for everyone 
of over ten thousand of the leading 
agents of the country—agents who han- 
dle the largest portion of the business 
of the country. Questions of a legal na- 
ture, which frequently arise, are re- 
ferred to the secretary counsel, Walter 
H. Bennett, who is an expert on this 
type of insurance law. The association 
is ever alive to the interests of every 
member, and its problems are always 
those that would tend to uplift the en- 
tire body of the agency association. 

“Roosevelt said, ‘Every man owes a 
part of his time and money to the de- 
velopment of the business or industry 
in which he is engaged.’ Each agent 
has a debt he owes to the business of 
insurance. It is said that, ‘Service is the 
rent we pay for the space we take up 
in this life.’ That service ought to be 
rendered three ways, first to the com- 
panies we represent, second to the as- 
sured, and third to the business in which 
we are engaged.” 








Franklin W. Fort 





Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 
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the list was prohibition. There was no 
prevailing dissent when he pointed out 
crookedness here, including graft in high 
places. He picked Long Island as the 
wettest spot in the country. Stopping a 
moment to diversify his indictments he 
got after the employes of the Brooklyn 
Rapid Transit Co. He thought that 
company lost at least $1,000 a day from 
conductors pocketing fares. 


Honor S. A. Mehorter 


Previous to Dr. Belford’s address, 
Samuel A. Mehorter, for many years a 
member of the association and for sev- 
eral years secretary and treasurer of the 
organization, was presented with a solid 
silver cigar lighter as a token of esteem 
from the members of the association. The 
presentation speech was made by W. V. 
A. Keeler, American Eagle, who told Mr. 
Mehorter that he knew of no member 
of the organization who had worked as 
hard as he had for the success and wel- 
fare of the association, and he felt that 
the organization was indebted to him for 
his efforts. Mr. Mehorter responded in 
a few words and said that although he 
was now no longer an active member, 
he would do whatever he could for the 
good of the organization at all times. 

Mr. Mehorter, who was for a number 
of years special agent for the Insur- 
ance Company of North America in 
northern New Jersey, with headquarters 
in Newark, was forced to resign from the 
organization on account of being trans- 
ferred to the home office of the com- 
pany in Philadelphia. He is, however, an 
honorary member of the association. 


Mehorter’s Record 

‘Mr. Mehorter entered the insurance 
business in 1912 as a rate clerk with the 
Philadelphia Fire Underwriters’ Asso- 
ciation. About a year later he entered 
the employ of the New Jersey Rating 
Association. In 1918 he was made engi- 
neer of the William Arrott Agency in 
Philadelphia. He remained there but a 
short time when he joined the America 
Fore group as examiner and inspector 
after which he was made engineer in 
charge of the Middle Department field in 
Philadelphia, In 1923 he returned to the 
fold of the America Fore as _ special 
agent for south Jersey. About a year 
later he was appointed as special agent 
for the Insurance Company of North 
America for northern New Jersey. 





STOCK ISSUE OVERSUBSCRIBED 

The recent offering of 40,000 shares of 
capital stock of the Merchants & Man- 
ufacturers Fire of Newark, N. J., char- 
tered 1849, has been largely oversub- 
scribed. It is expected now that the com- 
pany will start operations with at least 
$2,000,000 capital and surplus. In mak- 
ing the initial offering of $1,000,000 pro- 
vision was made that subscriptions in ex- 
cess of that amount would be retained 
and capital and surplus increased propor- 
tionately. 
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Current Problems 
Agents Have To Face 


NEW TYPES OF LAWS ADVANCED 


James W. Cook Of Rhode Island Talks 
To Connecticut Men On Local Boards 
And Qualifications Laws 


Some of the current problems in fire 
and casualty insurance were discussed 
by James W. Cook, of Providence, R. IL, 
regional vice-president of the National 
Association of Insurance Agents, at the 
Connecticut Insurance Day convention in 
Hartford last week. Mr. Cook is a keen 
student of the business and has served 
as president of the Rhode Island Asso- 
ciation for several years. Taking up sev- 
eral of the questions of the day he said 
in part: 

Qualification Laws 

Rhode Island—mv home state—passed 

an agents qualification bill last year. The 
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act is restricted to applicants desiring li- 
censes as agents for fire and/or marine 
companies, which, of course, includes au- 
tomobile fire and theft agents. The in- 
surance commissioner is empowered to 
examine any such applicant for license. 
Recognizing the object of our state 
agents association to be “To support 
right principles and to oppose bad prac- 
tices,” he suggested the formation of an 
advisory committee, consisting of a rep- 
resentative from the State Agents As- 
sociation, the Life Underwriters Asso- 
ciation, the Casualty Underwriters Asso- 
ciation, and the Insurance Association of 
Providence to assist him when called 
upon, in passing upon applications. The 
presidents of these bodies were chosen 
to assist the commissioner in an advisory 
capacity only and they meet once a 
week. We feel that our purpose in pro- 
tecting the insuring public is not only a 
laudable one but even necessary if the 
confidence of the public is to be retained. 
Your own state law is more comprehen- 
sive, I believe, and works out better, but 
we have made a start in the right di- 
rection. In Pennsylvania, I understand 
that the insurance department has re- 
cently ruled that all applicants—whether 
new or renewal—must take an examina- 
tion. In Massachusetts the agents are 
also being examined by the insurance de- 
partment, some of whom have been un- 
able to qualify for licenses. This appears 
to indicate that the various states are 
giving closer attention to the public in- 
terests by approving only the applica- 
tion of such agents as are capable of 
transacting the insurance business. 
State Fund Threats 

From time to time we hear of threat- 
ened encroachments upon the casualty 
business through the establishment of 
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state funds, many times through labor 
agitators. Several bills having such an 
object in view have been turned down, 
| believe, after reference to the attorney 
general of Massachusetts, on the ground 
that they were unconstitutional. 
Financial Responsibility Laws 

The state of Rhode Island has recently 
adopted “An act concerning the finan- 
cial responsibility of the owners of motor 
vehicles,” which became effective June 
21, 1927, and is, I am told, somewhat sim- 
ilar to those passed by Maine, Vermont, 
Connecticut, and New Hampshire. The 
Khode Island law. differs from that of 
New Hampshire in that it becomes com- 
pulsory after the first accident has oc- 
curred for the owner to produce evi- 
dence that he carried liability insurance 
in the usual $5/10,000 limits and $1,000 
property damage. Upon the occurrence 
of an accident involving personal inju- 
ries, or property damage—if in excess of 
$100—the state board of public roads 
may investigate the circumstances and 
may then in their judgment demand evi- 
dences of financial responsibility either 
in the form of public liability and prop- 
erty damage insurance, a surety bond for 
at least $10,000, but not over $20,000, or 
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to answer in an amount not exceeding 
$20,000 over and above his fixed liabili- 
ties. Failing to qualify under one of 
these provisions the owner’s license may 
be revoked until such time as he can 
financially qualify under the act. The 
revocation of license by the board be- 
comes mandatory in case the owner is 
found to have violated a certain section 
of the act referring to the general laws. 
The provisions of the act, however, re- 
lating to financial responsibility are not 
retroactive as to the accident which has 
already occurred. In the case of a non- 
resident owner, the action of the board 
in revoking license for failure to furnish 
evidences of financial responsibility be- 
comes mandatory. A test case under this 
act was decided in the R. I. supreme 
court on July 5 last, by which it was 
determined that the “owner” as defined 
in the act is the person to whom the 
car is registered and not the person or 
company holding notes on the machine 
when bought on time payments. 
Local Boards 

The efficiency of local boards depends 
upon the members themselves. If the 
most prominent upstanding agents in 
the community are active in the affairs 
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A Goliday Wish 


Che Garmonia wishes you a happy 
Christmas, brimming with good cheer 


and fellowship — ringing with merry 
festinity; and extends sincere thanks 


to its agents for their ronperation 


during the past year. 


All through the coming months may 
a healthy prosperity attend you. The 


Harmonia stands ready to lend every 


possible assistance to its agents tomard 


that end. 


Progressive, well qualified 

agents, will do well to con- 

sider representation in their | 
| agency for the 


HARMONIA 


Fire Insurance Company 


NEW YORK OFFICE 
59 MAIDEN LANE 
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of the board then it certainly will be. 


conducted efficiently. Where local boards 
are inefficient then it will be found that 
the agents themselves are inactive. In 
many localities every member of the local 
board is also a member of the National 
Association of Insurance Agents through 
his membership in his state associa- 
tion. Right here I desire to emphasize 
the fact that if and when every legiti- 
mate agent is a member of his state 
agents’ association, then and not untii 
then, will the companies give proper 
weight to our complaints. In other 
words, not until we represent in fact as 
well as in theory the majority of the 
agents in a given state will our repre- 
sentations receive the attention they de- 
serve. What is the answer? More 
members in every state and consequent- 
ly in the National Association thus mak- 
ing ourselves truly representative. 
New England State Associations 

“It came to my lot to be chosen chair- 
man of the New England Advisory 
Board on the 11th of November, so I’ve 
hardly been ‘broken to harness’ as yet. 
We have, however, a harmonious body 
representing the six New England states 
through the states’ presidents and secre- 
taries, and meet at frequent intervals to 
discuss the various problems that may 
be presented. Our members give of their 
time and travel long distances for the 
purpose of serving the members of their 
various state associations. The results 
of our conferences, however, are advisory 
only as the name implies. We have sug- 
gested, for example, that where no local 
boards exist that the agents form such 
bodies and adopt a rule limiting broker- 
age commissions to not exceeding 10 and 
15% or 10% as they prefer. 

“Where local boards are nominally in 
existence but actually dormant then we 
recommend their revival and the passage 
of rules limiting brokerage commissions 
as above or reaffirming their present 
rules if in harmony therewith. Before 
such action, however, can be recognized 
by the E. U. A. as binding such local 
board must comprise in its membership 
at least 50% of the agents doing busi 
ness within the jurisdiction of the board. 
In this manner no section’of a state wil 
be without its local board. The mem- 
bers of these local boards should then 
join their state association. We have 
also recommended that each state ass0- 
ciation arrange to hold regional meet- 
ings from time to time in order to im 
terest the agents outside of the cities 
where their meetings are usually held 
This has worked out, I believe, satisfac- 
torily in Massachusetts and perhaps ™ 
your own state.” 


NEW ENGLAND NOMINATIONS 

For 1928 the New England Insurance 
Exchange in Boston has nominated the 
following officers and members of the 
executive committee, to be elected at 4 
meeting early in January: presidett, 
Malcolm G. Wright, special agent of the 
Hartford; second vice-president, H. 
Flummer, special agent of the Niagara; 
for membership on the executive com 
mittee, James L. Sandison, special aget! 
of the Royal; F. C. Burrill, special agett 
of the Phoenix, and John T. Horan, sp 
cial agent of the Continental. ‘ 

F. J. Barclay, special agent of the Nr 
agara for Connecticut and western Mas 
sachusetts, was elected an active mer 
ber and L. H. Small was elected an hor 
orary member. 


BANK AGENCIES ON COAST 

It is reported in local fire agencies 
the Pacific Coast that the Northwestet 
National is making .an active cainpalgt 
to plant its agencies in banks, and the 
banks are soliciting this business. Th 
records of the California Insurance U™ 
partment show that the Northweste™ 
National has planted 125 agencics wit 
the branches of the Bank of Italy withit 
the state in the last two weeks. 


Bertil Ekdah! of the home office staf 
of the Svea, who has been in the Unt 
States and Canada, sailed for Gother 
burg on the “Gripsholm.” 
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Predicts 1928 Will Be 
Record Year For Autos 


TO WRITE MORE INSURANCE 





W. B. Bailey, Travelers Economist, Firm 
In View Next Year Will Provide Ban- 
ner Business For The Auto Insurers 





If the forecast of Professor William 
B. Bailey, economist of the Travelers, 
with regard to the great development of 
the automobile business next year is 
correct, automobile insurance underwrit- 
ers ought not to have a great deal of 
fear from the moral hazard risks, Ac- 
cording to Mr. Bailey and other econ- 
omists the present condition of Ameri- 
can prosperity is such as to create a 
record demand for motor cars in 1928. 
This will open up a big field for pre- 
mium income and the absence of busi- 
ness depressions should minimize the de- 
sire for car owners to sell their cars 
back to the insurance companies-through 
fires or thefts because of the high costs 
of upkeep. 

“] should not be surprised,” says Prof. 
Bailey, “if the production of new cars 
during 1928 passed all previous records. 
There are a number of reasons for this. 
During 1927 the number of new cars 
selling above $2,000 will probably show 
a gain over 1926, Cars selling between 
$1,000 and $2,000 will also show a gain. 
The number’ of new cars selling below 
$1,000 will probably be considerably less. 
This is largely due to the fact that the 
Ford Company was out of production 
‘during an important part of the year. 
Thousands of people who would have 
bought new Fords this year did not buy 
them. 

“Other thousands, whose interest and 
expectations were aroused by the ru- 
more of this new Ford, have postponed 
their purchases of other low-priced cars 
until they can see just how good the new 
Ford will be. Thus there is now existing 
a stored-up demand, waiting to be re- 
leased. Unquestionably hundreds of 
thousands of people -will buy the new 
Ford when it gets into production, But 
others will decide that, after all, this 
hew model is not as wonderful as they 
were led to believe it would be, and will 
buy one of the other low-priced makes. 
The net result of all this should be a 
very big increase in the number of sales 
of cars selling below $1,000 in 1928. 
More Demand For Higher Priced Cars 

“As jor cars selling above $1,000 and 
above $2,000, we can almost count on a 
yearly increase in the number of sales 
in these groups if business continues to 
be reasonably prosperous. The American 
public is continually raising its stand- 
ard of living. The man who bought a car 
m the class under $1,000 a few years 
ago, an| who is now ready to change it 
1 another model, is almost certain to 
step up into a higher price class, if he 
can possibly afford it. Each year the 
umber of those who can afford to pay 
over $1,000 for an automobile increases 
—with a consequent increase in the 
number of sales above that price. 

._ Great activity in the automobile bus- 
mess should stimulate similar activity in 
the many allied lines. Manufacturers of 
stecl, rubber, plate glass, textiles, as well 
‘t makers of automobile accessories, 
gq benefit directly. A big increase 
: “ number of automobiles produced 
ould mean an increased number of 
Prospects for automobile insurance, and 
tide an increase in the demand for ac- 
citent msurance. The railroads should 
oo y an increased number of car 
heieht | and the country at large should 
week vy the increased prosperity of the 
lied line in automobile factories and al- 
‘ Ines and of the automobile dealers 
egnout the country. 
Ndications of this increased demand 


Gets Year In Jail 
For Unseaworthiness 


FOUND GUILTY ON 13 COUNTS 


Cardiff Shipowner Convicted Of Sending 
Steamers Eastway And Tideway To 
Sea In An Unfit Condition 





The trial has been concluded at Car- 
diff in England of Watkin James Will- 
iams, 46, a Cardiff shipowner indicted for 
having been a party to sending the Brit- 
ish steamships Eastway and Tideway to 
sea in an unseaworthy condition. He 
was found guilty, and Justice Wright 
sentenced him to twelve months’ impris- 
onment in the second division and or- 
dered him to pay the entire costs of the 
prosecution. 

There were thirteen counts in the in- 
dictment, one relating to the foundering 
of the Eastway, with the loss of twenty- 
three lives in a hurricane off the Bermu- 
das, and the other to twelve different 
voyvaves by the Tideway, still afloat, all 
from foreign ports. The Attorney-Gen- 
eral, Sir Douglas Hogg, leading for the 
Crown, alleged “persistent overloading 
from foreign ports.” The hearing of the 
evidence had occupied five days when 
the court resumed yesterday for coun- 
sel’s closing speeches. 

G. P. Langdon, addressing the jury for 
the defence, said the Eastway sailed from 
Norfolk, Va.. in October last year, 
whether loaded to her winter or her sum- 
mer mark he cared not, because she 
sailed in a perfectly seaworthy condition, 
in which there was no danger to the lives 
of the crew. She met a hurricane of un- 
precedented violence. She was sunk by 
the hurricane and by nothing else. Cap- 
tain Vanstone, the competent and gal- 
lant master, tried to “cut across the face 
of the hurricane.” He was right. The 
ship weathered the gale during the day 
with the hurricane striking her, and 
would have come through all right but 
for the unlucky port bunker hatch which 
had been stove in by an exceptionally 
heavy sea. The ship could not have 
been overloaded, as she answered her 
helm with precision. The Tideway, 
counsel suggested, was never in the 
slightest danger. 

Justice Wright, in summing up, said he 
was not quite sure whether some of the 
witnesses did not think it a laudable 
thing to overload ships. The whole ob- 
ject of the fixing of the loadline by the 





are already evident. It is ,reported that 
the Ford factory has several hundred 
thousand orders already on hand for the 
new car. The latest report of unfilled 
orders for the U. S. Steel Corporation 
showed a sizable increase, the first in 
some little time.” 








Board of Trade was to make a ship as 
safe as was reasonable and proper. There 
had been for the past half-century, in 
this country, legislation which had the 
object of securing as far as possible that 
the lives of those who go to sea in ships 
should not be needlessly and wickedly 
endangered. After dealing with the Tide- 
way case, Justice Wright said, “You are 
charged with a duty of the gravest im- 
portance to the shipping community. I 
am quite satisfied that the standard of 
ships’ management in this city is very 
high, and if you find there has been a 
departure from that standard you will 
give expression to that in your verdict.” 

The jury, who were absent about two 
hours, returned a verdict of guilty on all 
thirteen counts. 

Justice Wright, addressing the pris- 
oner, said: “You have held a position of 
great trust and responsibility as a ship- 
owner in this city. You have been ap- 
pointed under the Merchant Shipping 
Act the manager of the two ships in 
question. In that position it was vour 
duty to see that all proper precautions 
were taken for the protection of lives 
and property at sea. The jury have heard 
this case now for six days, and every- 
thing has been said that could have been 
sid on your behalf, The jury have found 
that vou have been false to the trust re- 
posed in you, and false to the duty which 
was yours. I cannot do other than re- 
gard the offence of which you have been 
convicted as one which is very serious. 
In this country the Legislature has for 
half a century or so taken steps to make 
it a primary part of its policy that ships 
should be made, as far as they can be, 
seaworthy, and that unscrupulous ship- 
owners should not be allowed to over- 
load their ships and risk the lives of 
those on board. 

“You have been found guilty of com- 
mitting that crime in a number of cases 
—in thirteen separate cases in fact. As 
to the first of those, the ship Eastway 
was lost, and the jury may well have 
thought that if she had not been over- 
laden as she was, she would have weath- 
ered the storm as I have no doubt other 
ships in that region in fact did. You 
have not been prosecuted for causing 
the ship to be lost, but you have been 
prosecuted, and you are convinced, how- 
ever, of not doing your duty so as to see 
that all reasonable steps were taken for 
the safety of your ship. The sentence is 
thot vou be kept in prison in the second 
division for twelve months, and pay the 
costs of the prosecution.” 





MADE ADVERTISING MANAGER 


Norman F. Kimball has been appointed 
manager of advertising of the American- 
LaFrance end Foamite Corp., a combina- 
tion of-the American-LaFrance Fire 
Engine Co. and Foamite-Childs Corp. 
Mr. Kimball’s experience in the fire pro- 
tection engineering field covers about fif- 
teen years, being successively assistant 
hydraulic engineer at Underwriters’ Lab- 
oratories in Chicago, and assistant gen- 
eral sales manager of the Foamite- 


Childs Corp. He will be in charge of all 
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1 South William 


advertising and sales promotion. 


& COX, Inc. 


Street, New York 








AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York | 
Admitted Assets, $5,335,216.16 | 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 ! 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 | 
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SOLICITING WITH POETRY 





Southern Local Agent Asks For Inland 
Marine Policy On Hogs In 
Versatile Manner 
L. W. Alexander, local agent of Fay- 
etteville, Tenn., may not be a poet, but 
he is something of a versifier. Recently 
he covered a lot of hogs in transit on 
wagon or automobile under a $250 floater 
policy. In submitting the business to a 
general agent, he broke into verse as 

follows: 
As to liability under this floater, 
We feel that chance is seldom remoter 
Of total loss being incurred. 


Still, as it’s neither pig iron nor water, 
Bacon can burn, and maybe we oughter 
Ask for a further word 


From you, agreeing in case of flame 
and smoke 

Your company will not find itself dead 
broke 

And have to pay the whole two fifty. 


When maybe only one or two pigs 
ascended 

As the fire skyward wended 

While. the others rode on nifty. 


So by endorsement, just say that 
fifteen 
Or twenty dollars, whether fat or lean, 
_Is all that one hog is worth. 


And we'll thank you over and over 
again 

For the risk, because we don’t know 
when 

We've had more occasion for mirth. 





JERSEY AGENCY INCORPORATES 


The Burke Bros. Insurance Agency, 
cne of the oldest of its kind in Hudson 
county, has been incorporated with 1,000 
shares, no par value. The incorporators 
include Charles S. Burke, William K. 
Campbell and Frank Burke, all of Jer- 
sey City. The office of the agency has 
been located for a number of years at 
98 Bowers street, Jersey City. 





Fire Dictionary 


(Continued from Page 1) 


do with court decisions as to the rights 
of agents. 
Brokers 

In discussing brokerage, the dictionary 
says: 

“In recent years there has been a 
marked increase in the number of per- 
sens and firms practicing as insurance 
brokers. This is owing to the great de- 
velopments in ‘accident’ business result- 
ing from various Workmen’s Compensa- 
tion Acts and the enormous growth of 
the motor industry, and also to a grow- 
ing desire on the part of the community 
to obtain cover against loss from all sorts 
of contingencies. 

“Although the broker relies for his re- 
muneration on the commission paid at 
fixed rates on premiums introduced bv 
him, he differs from the old-fashioned 
company agent in that he is a free-lance 
who places business with any companv, 
as well as with Lloyd’s underwriters. As 
he devotes the whole of his time to in- 
surance he is in a position to acquire an 
export knowledge of all branches of the 
business and is thus able not only to 
give valuable advice to the insured, who 
are his clients, but also to render assist- 
ance to the insurers. The amount of in- 
surance business which passes through 
the hands of some of the leading firms 
of brokers is enormous and they emplov 
large and well-trained staffs. Their 
standing, training and influence have 
been improved by the formation of the 
crganization known as the Corporation 
of Insurance Brokers. 

“Underwriters of Lloyd’s can be ap- 
proached by the public only through 
brokers who are accredited members of 
that society.” 

The publishers are Sir Isaac Pitman & 
Sons, Ltd., Kingsway, London. 
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Central Bureau Plan 
Extended To Casualty 


AS CURB ON FREE INSURANCE 
Companies Must File Sworn Monthly 
Reports With Insurance Dept.; 
Brokers Advised of Arrangement 





\fter several months of study and con- 


ferences with brokers, the casualty com- 


panies operating in New York City 
agreed this week to arrange their re- 
porting systems as to uncollected earned 
premiums to conform to the methods of 
the fire companies who are now clearing 
this information threugh the Central 
Bureau. The final meeting on this mat- 
ter was held Tuesday, following which 


Superintendent of Insurance 
Reha sent out a formal 
companic s which read: 


James A. 
notice to the 


“With a view to eliminating the so- 
called ‘free insurance’ evil, this depart- 
ment will require from all companies 
transacting casualty insurance in New 
York state the filing of certain sworn 
monthly reports concerning uncollected 


premiums on New York City business. 

“Arrangements have been made 
whereby the cperations of the Central 
Bureau, now functioning in respect to 
fire insurance, will be extended so as to 
receive and collate the required infor- 
mation concerning casualty insurance, 
also for transmission to this department. 
The Central Bureau will very shortly 
advise you of complete details of the 
required reports and will supply blank 
forms for reporting. The information 
sr bmitted to this Central Bureau will be 
held in strict confidence for use by the 
New York state insurance department 
only. 

Wants Full Information on Forms 

“For the present the desired data will 
be required as regards the following 
classes of business: Workmed’ s compen- 
sation, plate glass, burglary, steam 
bciler and mechanical lines, automobile 
(liability, property damage and collision), 
miscellaneous public liability, property 
damage and seiliaiees (teams, elevator, 
O. L. & T., manufacturers and contrac- 
tors) as written within the limits of 
Greater New York only. For the pres- 
ent no reports will be required of wn- 
collected earned premiums on_ fidelity 
and surety or accident and health busi- 
ness. 

“T shall expect the earnest compliance 
of your company with the requirements 
of this department as they come to you 
fiom the ‘Central Bureau’ referred to. It 
is absolutely essential that this required 
information be furnished in complete de- 
tail as called for on the forms to be 
furnished. In addition to acknowledging 
receipt of this letter you are required 
to advise this department promptly what 
person or agency will be responsible for 
the furnishing of this information on be- 
half of your company.” 

Bureau’s Letter to Brokers 

At the same time the National Bureau 
of Casualty & Surety Underwriters noti- 
fied the brokers of the new reporting 
system, specifying that it did not apply 
to accident and health or fidelity and 
surety. The letter further stated: “Cas- 
ualty companies will be required to set 
up earned premium for every policy or 


“emcee 


binder canceled by the assured or the 
company for the time such policy or 
binder is in force even though it be for 
only one day and that through the Cen- 
tral Bureau the casualty companies will 
on April 10, 1928. repert all uncollected 
earned premiums on such policies or 
binders as are canceled on and after 
December 20, 1927. 

“You are undoubtedly familiar with this 
practice as it has been followed for sev- 
eral months by the fire insurance com- 
panies and know that when these reports 
are received at the Central Bureau the 
uncollected earned premium items are 
posted in records kept for each company, 
each broker and each assured. 

“This reporting system has been in- 
augurated to eliminate the general wast- 
age brought about by submitting to com- 
panies orders which are subsequently 
found to have been unauthorized by the 
assured. It is anticipated that this prac- 
tice and its attendant evil, ‘free insur- 
ance,’ will be minimized for the future. 
The casualty companies will have no al- 
ternative but to report every uncollected 


earned premium item. 
“This notice is given you in advance 
of the effective date of the reporting 


svstem in order that you may mate such 
adjustments in your organization as may 
be necessary.” 





RANDALL SUCCEEDS CARMACK 





Becomes Metropolitan (N. Y.) Bonding 
Mgr. for Eagle Indemnity; II] Health 
Cause of Latter’s Resignation 
W. O. Randall, formerly assistant 
manager of the Fidelity & Deposit’s 
Syracuse branch, started in yesterday 
with the Eagle Indemnity as manager of 
its metropolitan (N. Y.) bonding depart- 
ment. Mr. Randall succeeds Edward C. 
Carmack, whose ill health necessitated 
his resignation. As much as the com- 
pany regretted to lose Mr. Carmack, who 
is regarded as a first rate surety pro- 
ducer and a keen executive, his decision 
to leave so as to get back his health was 
felt to be for the best. He is now at 

Asheville, N. C. 

Mr. Randall, the new bonding man- 
ager, started in the surety business seven 
years ago with the Fidelity & Deposit. 
He went through its bonding training 
school successfully at the home office 
in Baltimore and was then assigned to 
the Syracuse branch office as a special 
agent. The manager of the office at that 
time was Vernon Pierson, who is now 
the Pacific Coast vice- president of the 
Detroit Fidelity & Surety. 

For the past four years Mr. Randall 
has been assistant manager at the Syra- 
cuse branch. 

Mr. Carmack has been a surety man 
for fifteen years. He joined the Massa- 
chusetts Bonding in 1911 as a special 
agent and built up quite a following on 
the “Street.” At the same time he con- 
ducted a general brokerage business in 
his own name. He stayed with that 
company for twelve years and was then 
selected by the Exgle Indemnity in 1923 
to head its metropolitan bonding depart- 
ment which post he has resigned. 

GETS N. Y. STATE LICENSE 

The Seaboard Surety received its li- 
cense to transact business in New York 
state from the insurance department this 
week. 
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Boost of 16% Made in 
Auto Liability Rates 


5 REASONS FOR THIS ADVANCE 





Increase Would Have Been More, Says 
A. W. Whitney, Were It Not For 
Accident Prevention Work 





The decision of the National Bureau 
of Casualty & Surety Underwriters this 
week to make a 16% increase in auto- 
mobile liability rates for private passen- 
ger cars throughout the country was 


not much of a surprise to the casualty 
insurance fraternity. Relief was felt that 
the increase was not more in view of 
the ever mounting number of automo- 
bile mishaps and injuries. 

A. W. Whtney, acting general mana- 
ger of the bureau, in commenting on the 
new rates said: “In the past when re- 
visions were announced, the general 
level of rates throughout the nation 
were reduced steadily in accordance with 
the indications of the experience studied 
by the insurance companies. This down- 
ward trend in the general rate level 
ended abruptly and the recent survey 
showed that in fact conditions had been 
reversed and now the trend is definitely 
upward. 

Upward Trend Still Continuing 

“The experience data on which these 
new rates are based covers the period 
1923 to 1927 inclusive. This information 
shows that the downward trend stopped 
and turned upward during 1925. In 1926 
the insurance companies as a group suf- 
fered an underwriting loss on account 
of the sharp change in the trend in the 
level of loss costs. The available data 
for the present calendar year shows that 
the upward trend is continuing. 

“The new rates which are effective 
today were adopted after a long and 
scientific study. It has been revealed 
that the following are among the prin- 
ciple causes which made an upward re- 
vision in rates mandatory: (a) Automo- 
biles are more powerful and capable of 
being operated at greater speed; (b) 
The total ‘mileage of improved highways 
h»s increased steadily resulting in greater 

-verage use of automobiles ; (c) There 
has been increasing frequency of claims; 
(d) There is a growing tendency on 
the part of injured persons to demand 
larger amounts as damages; (e) There 
has been a very marked tendency on the 


p2rt of juries to award larger amounts 
of damages. ~ 

“It is simple justice to state that while 
the rates have been increased over the 
country about 16%, this increase would 
have been considerably greater had it 
not been for the earnest efforts put 
forth by state and municipal authorities, 
local organizations, newspapers and in- 
surance companies, in accident preven- 
tion work. Praiseworthy results have 
been accomplished by such measures as 
traffic regulation, strict examination re- 
quirements for drivers, the driving li- 
censes of operators and penalties im- 
posed by courts on careless and reckless 
operators. 

“There is so much work yet to be 
done in the field of accident preven- 
tion and the insurance companies are 
among the most enthusiastic in hoping 
that the near future will bring forth 
résults in this field which will justify a 
downward revision in rates.” 





E. J. DONEGAN PROMOTED 


Elected First Vice-President Of Metro- 
politan Casualty; Formerly Its 
General Counsel 


E. J. Donegan, who has been genera! 
counsel for the Metropolitan Casualty for 
the past three years, was advanced to 
the position of first vice-president this 
week by President J. Scofield Rowe, Mr. 
Donegan is well known for his skill in 
handling casualty claims and at the same 
time he has attracted attention as an ex- 
pert both in underwriting bonds and 
handling surety claims. At the present 
time he is writing a book on bankers 
blanket bonds. 

His first experience in insurance was 
as a trial lawyer in casualty and surety 
claims. Joining the United States F. & 
G. in 1915 as an attorney, he later be- 
came its general counsel in New York. 
When that company acquired control of 
the Metropolitan in 1924, Mr. Donegan 
was elected a director of the latter an 
its general counsel, still continuing 10 
serve the United States F. & G. His 
permanent work with the Metropolitan 
started in May, 1926. 


AUTO CAUSES MOST ACCIDENTS 

That the automobile is the greatest 
cause of accidents in this country is fur 
ther attested to by the fact that nineteen 
out of the thirty-one double indemnity 
claims paid by the New York Life 10" 
accidental deaths last month were the tr 
sult of auto mishaps. 
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Substantial Interests 
Behind Seaboard Surety 


FLECTS ITS "OF FICIAL STAFF 





To Do Business In New England, N. Y., 
N. J.. And Pa.; Its. Entire Stock Issue 
Sold To Banking Group 





Officers and directors having been 
formally elected last week, the newly or- 
ganized Seaboard Surety of New York 
is all set for a running start early in 
1928. Its president is Edwin D. Living- 
ston, formerly senior vice-president of 
the Independence Indemnity and one of 
the keenest executives in the surety busi- 
ness. The chairman of its board is Floyd 
k. DuBois, a partner in Frank & Du- 
Bois, who are the United States man- 
agers of the Yorkshire and the London 
& Provincial. 

Frank B. Martin, assistant U. S. man- 
ager of the Yorkshire, and partner of 
Frank & DuBois, is the senior vice- 
president of the Seaboard Surety, while 
Harold W. Rudolph, an attorney asso- 
ciated with Bleeker & Tuckerman of 
New York, was elected general counsel, 
and temporarily is serving as secretary 
and treasurer. 

Strong Board Of Directors 

Besides these officers the board of di- 
rectors of the new company is consti- 
tuted as follows: L. C. Amos, 26 Broad- 
way, New York, capitalist; Malcolm B. 
Dutcher, partner in Frank & DuBois; 
Clarence M. Fincke, vice-president, Bank 
of America; Philip L. Gill, partner, Rut- 
ter & Co, bankers; Henry R. Hayes, 
vice-president, Stone & Webster & Blod- 
gett, Inc. bankers; Miran Karagheusian, 
importer; Alfred V. S. Olcott, vice-presi- 
dent and general manager, Hudson River 
Day Line; Jacques Raffray, insurance, 
ry J. Wood Rutter, partner, Rutter 
x Co 


The stock of the Seaboard Surety con- 
sists of 100,000 shares at $10 par value. 
It is reported that there is an encourag- 
ing demand for this stock. The capital of 
the company will be $1,000,000 and the 
surplus of like amount. 


Stock Issue Bought for Cash 

A new development this week in its 
financial affairs was that Rutter & Co., 
heading a banking group, have bought 
lor cash the entire stock issue and it is 
now for public sale at $21.85 a share. 
This deal was made with the approval 
of the New York Insurance Department. 
An unusual feature of the financing 
was said to be that all the stock is 
ofiered, not on the customary “when as 
and if issued” basis but directly by the 
Owners, since Rutter & Co. acquired full 
ownership through the cash payment, in 
accordance with regulations of the in- 
surance department, 


To Enter Limited Territory 

The company will not start in by en- 
tering every state in the Union but pro- 
Poses to limit its territory principally to 
the New England states, New York, 
New Jersey and Pennsylvania, an 
area where experience shows surety loss 
Tatios to be extremely low. 


Careers Of Official Staff 
Mr. DuBois, the chairman of the board, 
Was graduated from Harvard in 1901 and 
Since then has been. continuously with 
tank & DuBois, first as an employe 
and then as a partner in 1909. His 
cutter, Cornelius DuBois, was one of the 
founders of the firm in 1874. Mr. DuBois 
is favorably known to insurance men all 
ever the country and the fact that the 
pt ot which he is partner is sponsor- 
ng the Seaboard Surety is considered a 
I€ asset, 
y t. Livingston, who has been in New 
aa for the past few years as a surety 
nsultant since leaving the Indepen- 
of tk Indemnity, dates back the start 
1S Insurance career to twenty-five 
years ago when he joined the Fidelity 
as €posit at its home office in. Balti- 
te. He has had his full share of ex- 


perience in the business since then and 
is considered an expert in handling deli- 
cate and complicated surety bond mat- 
ters. Having participated in the forming 
of both the Royal Indemnity and the In- 
dependence Indemnity, the opinion on 
the “street” is that he will make a suc- 
cess of the Seaboard Surety. 

Mr. Martin, who is assistant U. S. 
manager of the Yorkshire and London & 
Provincial, as well as vice-president of 
the Yorkshire Indemnity, is an able un- 
derwriter of many years’ experience. He 
is well liked and respected in insurance 
circles, 

As the organization of the new com- 
pany gets well under way new additions 
will be made to its staff and in every 
case an effort will be made to secure the 
best brains and personal character for 
the job. 





TO WRITE PLATE GLASS 





National Surety Enters This Field On 
January 3 For New York City 
And Vicinity 
The National Surety will enter the 
plate glass field on January 3, 1928, con- 
centrating at first on New York City 
and surrounding territory. The business 
will be written through the company’s 

brokers’ branch at 89 Maiden Lane. 

The company feels that this increased 
service will be an important addition to 
the facilities afforded by this branch of- 
fice. Its plans include extending plate 
glass operations to other important cit- 
ies at a later date. 

The Fidelity & Deposit announced re- 
cently that it would write plate glass. 





TO DROP SHORT FORM POLICY 


The short form automobile liability 
pelicy for taxicab risks in New York 
has been frowned upon by the Insur- 
ance Department which has ruled that 
by February 1, 1928, it must be replaced 
by the statutory policy. 


Commercial Casualty 
New Accident Policy 


HAS 2-WEEKS’ WAITING PERIOD 


F. W. Benjamin, A. & H. Manager, Tells 
Why Company Sells Health Insur- 
ance With This Feature 





The Commercial Casualty has just is- 
sued a new accident contract called the 
ultimate disability policy, which provides 
among other things an elimination period 
of fourteen days. For loss of life $10,- 
000 is paid in case of single indemnity 
and $20,000 for double indemnity. 

The premium rates are as follows: 


Select or Extra 
Age Preferred Preferred Ordinary 
18 to 50 $100.00 $120.00 $135.00 
51 to 55 130.00 150.00 165.00 


The company does not agree with some 
of its “friendly enemies” in the busi- 
ness that the practice of writing full 
coverage health insurance should be dis- 
continued entirely. F. W. Benjamin, 
manager of the accident and health divi- 
sion, says: “When some companies an- 
nounced that they would not write health 
without an elimination period of at least 
two weeks, we never questioned the 
wisdom of such action but we felt that 
with our own organization such a radi- 
cal position was not necessary. 

“It is extremely desirable that health 
insurance be written with a waiting pe- 
riod, never with less than one week and 
advisably two weeks. At least two- 
thirds of our new business is coming 
in with the elimination period. 

“Many claimants who are justly enti- 
tled to small claims under a full cover- 
age policy never make them although 
they are paying the premium for them. 
On the other hand, many claimants con- 
tinually make small claims that are ex- 
tremely annoying to the agent, and it 
takes a lot of his time to see the as- 
sured is given first class service with 
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these trifling cases.” 





tual relations. 











EVERY AGENT CANNOT 
REPRESENT THE STANDARD 


The reputation—even the existence of a com- 
pany and its agents depend upon the fair-dealing 
—the tangibility—the permanence of their mu- 


Standard holds its noted reputation by carefully 
choosing experienced agents with reputation and 
character that stands investigation. 


If you are interested in representing a strong, 
friendly, progressive company and believe you 


can pass the test for a Standard connection, 
write our Agency Department. 


STANDARD ACCIDENT 
INSURANCE COMPANY 


DETROIT, MICHIGAN 


One of the Oldest and One of the Largest 
Casualty and Bonding Companies in America 














Phoenix Indemnity To 
Make Three Promotions 


GEENE, ROBINSON AND BEYER 





Changes Affect Management at N. Y. 
Metropolitan Office, Chicago Branch 
and Pacific Coast 





The Phoenix Indemnity, under the 
leadership of its new president—L. R. 
Swezey—will make several personnel 
changes on January 1, the first of which 
is the promotion of P. H. Geene, who 
has been in charge of the home office 
compensation and liability department, to 
be assistant manager of the company’s 
metropolitan department in New York. 

W. Robinson, who has been in 
charge of its Chicago branch office, will 
be transferred to the home office suc- 
ceeding Mr. Geene in the compensation 
and liability department. At the same 
time, O. H. Beyer, who has been super- 
intendent of agents of the Pacific Coast 
department, will take Mr. Robinson’s 
post in the Chicago office. 

Their Respective Careers 

Mr. Geene has been in the business for 
about a dozen years, his first position be- 
ing with the Pennsylvania compensation 
bureau when it was organized in 1916. He 
is a graduate of Pratt Institute of Brook- 
lyn. During the war he served in the 
air service as a lieutenant. Then he 
jeined Henry W. Brown & Co. of Phila- 
delphia in its underwriting and broker- 
age department. Connecting with the 
Norwich Union Indemnity when that 
company and the Phoenix Indemnity 
were under the same management, Mr. 
Geene was first superintendent of the in- 
spection department. Later he became 
superintendent of compensation and lia- 
bility for the Phoenix Indemnity. 

Mr. Robinson has been in the business 
for some years and before joining the 
Phoenix Indemnity in Chicago he was 
one of the chief underwriters at the head 
office of the Zvrich in that city. He is 
— as a keen underwriter in his 
ine. 

Mr. Beyer, before joining the Phoenix 
Indemnity, was with the Detroit Fidelity 
& Surety first as superintendent of 
agents and then as manager of its Pa- 
cific Coast business. He has made a 
good record as a production man. 





OPENS N. Y. SERVICE OFFICE 





Glens Falls Indemnity Puts W. J. Adams 
in Charge; T. Y. Brown & Co. 
Continue as N Y. City Agents 


The Glens Falls Indemnity has opened 
a metropolitan service office at 
Maiden Lane, New York, serving the 
southern part of New York state, New 
Jersey, Long Island, Brooklyn and Staten 
Island. This office is in charge of W. J. 
Adams. 

Mr Adams has had about ten years’ 
experience in the casualty business, 
many of these years having been spent 
in the field as special agent, as well as 
assistant manager of the Newark branch 


office of the Travelers. He also conduct- - 


ed a brokerage business in Hoboken. E. 
J. Johnson, formerly with the Metropoli- 
tan Casualty, is also connected with the 
office as claims attorney. 

T. Y. Brown & Co. represent the Glens 
Falls Indemnity as its New York City 
agents. 





CAPITAL INCREASE APPROVED 

The Northwestern Surety of New 
York has increased its capital from 2,500 
to 5,500 shares of stock at $100 par value, 
following the approval of its sharehold- 
ers on this action. All the new stock 
has been subscribed for. The new capi- 
tal will be $675,000 as compared with 
$250,000 capital when the company 
started last July. Its surplus has not 
been raised. : 

With a larger capital the company will 
be able to enter the casualty field, ap- 
plication having already been made to 
the insurance department in this connec- 
tion. 
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F. T. B. Martin New 
Head Of Federation 


HIS CAREER IN THE BUSINESS 





A Partner in Martin Bros. & Co. of 
Omaha for 28 years; Active in 
Community Affairs 





Frank T. B. Martin, who was elected 
president of the Insurance Federation of 
America, at its annual meeting last week 
in New York, is a partner in the agency 
firm of Martin Brothers & Co., of Oma- 
ha, which represents the New Amster- 
dam Casualty and the N. J. Fidelity & 
Plate Glass and has an annual premium 
volume of $600,000. 

Mr. Martin has been in the insurance 
business for more than thirty years, hav- 
ing started in his father’s office at Gales- 
burg, Ill, shortly after leaving Knox 
College. He came to Omaha in 1899 and 
joined his brother, C. W. Martin, in part- 
nership in the agency firm which his 
brother started in 1886. 

Not only is Mr. Martin active in agen- 
cy affairs in Omaha but he has been a 
member of the local chamber of com- 
merce for many years, has served on its 
board of directors and on various com- 
mittees of that organization. He has 
held every office in local and state in- 
surance organizations and is president of 
the Nebraska Federation at the present 
time. He is also a director of the Con- 
servative Savings & Loan Association of 
Omaha, considered one of the largest in 
that vicinity, having assets of almost 
$36,000,000. 

Associated with Mr. Martin as the 
leader of the federation are the follow- 
ng: 

Vice-presidents: George D. Webb, 
Chicago; Arthur E. Childs, Columbian 
National Life, Boston; James H. Carney, 
Boston; Wade Fetzer, Chicago; Edson 
S. Lott, U. S. Casualty; J. B. Levison, 
Fireman’s Fund, San Francisco; Wallace 
M. Reid, Pittsburgh;:T. B. Donaldson, 
Newark; O. G. Strong, Cleveland. 

Secretary: John T, Hutchinson. 

Treasurer: W. G. Curtis, National Cas- 
ualty, Detroit. 

Advisory committee: William Bro- 
Smith, Travelers, Hartford; Sheldon Cat- 
lin, North America, Philadelphia; David 
Van Schaack, Aetna Life, Hartford. ¢ 

Board of trustees: Charles Bellinger, 
New York; Thomas E. Braniff, Oklaho- 
ma City; James W. Henry, Pittsburgh; 
Charles H. Holland, Philadelphia; G. Ar- 
thur Howell, Atlanta; F. J. O’Neill, New 
York; Karl V. Lively, Portland, Ore.; 
Frank T. B. Martin, Omaha, Neb.; Hill 
Montague, Richmond, Va.; Norman R. 
Moray, Hartford; A. Duncan Reid, New- 
ark; Charles L. Smith, Salt Lake City; 
Harry H. Wadsworth, Syracuse; Spen- 
cer Welton, New York; W. G. Wilson, 
Cleveland; E. A. Piepenbrink, Milwau- 
kee; Charles H. Van Campen, Minneap- 
olis; John T. Jones, Washington, D. C.; 
W. M. Byrne, St. Louis; Jesse S. Phil- 
lips, New York; Chas. T. Ashley, Jr., 
New Bedford, Mass. 





‘TO WITHDRAW NON-CAN POLICY 
The Continental Casualty has decided 
to discontinue entirely its life indem- 
nity non-cancellable policy on December 
31. The company feels that although 
this policy is highly desirable for the 
policyholder, it has been so costly to 
the companies that it is rapidly becom- 
ing extinct. Attention is called in a 
letter going to agents and brokers that 
“after expensive trials the Metropolitan 
Life, Equitable Life, Travelers, Aetna 
Life and many other companies have 
long since withdrawn from the field.” 





NEW NEBRASKA MANAGER 

The National Surety has appointed | 
Foster Hale as its branch office manarer 
for Nebraska. Mr. Hale, a seasoned 
surety underwriter, was connected with 
the American Surety for twelve years, 
the Union Indemnity and the Commer- 
cial Casualty, before joining the Naticnal 
Surety. He succeeds F. E. Rankin whose 
resignation from the company became 
effective yesterday. 
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Says Big Bank Used 


Legislative Threats 


(Continued from page 26) 
nied. Then the bank made an arrange- 
ment with the Nevada Fire to act as its 
general agent for California, again ap- 
plied for membership in the Pacific 
board and its application was again de- 
clined. 

“The bank is said to have resorted then 
to political pressure and threatened pas- 
sage of a state rating bill which would 
have put the board of underwriters out 
of business. The board finally compro- 
mised, the petition was withdrawn, and 
the Broker’s Exchange admitted the 
Stockholders’ Auxiliary Corporation, a 
subsidiary of the bank, to membership. 

Effect of Action 


“The effect of this action has been 
that for the past six years the Bank of 
Italy has done a brokerage business in 
San Francisco and has written business 
throughout the State through its San 
Francisco brokerage connection. Its 
business has been chiefly on owned 
property but it also wrote insurance on 
large concerns whose plants were in 
smaller towns, where loans were han- 
dled through the San Francisco branches 
of the bank. 

“Robert Carlson, who was manager for 
the Nevada Fire at the time the original 
deal was made with the bank, later re- 
tired from active business. When the 
Bank finally decided to go into the in- 
surance business, Carlson took charge of 
the program. Now that the conforming 
companies have left him, his white hope 
is the Northwestern National. 

“The California Association, in all its 


dealings, has given no heed to Pacific 
Board affiliations, but has worked 
through company members of the Na- 
tional Board, strictly on the basis of the 
conference agreement. 


“However, Giannini. in his opinion that 
the board is responsible for withdrawal 
of the companies, has threatened repri- 
sals in the way of legislative action. He 
is known as the Mussolini of California. 
It is an interesting sidelight that he is 
reported to be actually close to the Duce, 
as the California Holding Companv is 
said to own a string of banks in Italy 
under the same name. 

“Tt was Giannini who startled the Am- 
erican Bankers’ Association at its meet- 
ing in Houston, Tex., last October when 
he accused the members of devoting too 
much of their time to golf. Perhaps the 
members of the California Association 
might suggest respectfully a little more 
eolf for him, and a little less insurance 
in his banks.” 





Tom Braniff Using Airplane to Call On 
Agents 

Tom Braniff of Oklahoma City (T. E. 
Braniff). who is a general agent, among 
other things has several brothers in the 
insurance business, one of whom is 
named Paul. Paul owns a Stinson air- 
nlane of the same type as that which 
Ruth Elder used crossine the Atlantic 
and he pilots it himself. Recently when 
Tom Braniff found he had to leave for 
a business trin through Texas Pant of- 
fered to take the place of a railroad train 
and that is the trip which Tom Broeniff 
is now finishing. Tt is probably the first 
tour of the kind by airplane. 





New Ones 
CASH CAPITAL 
$2,500.000.00 





UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, 
Workmen’s Compensation Insurance 
Executive Offices: 


Union Indemnity Bldg. 
New Orleans New York 


COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 


Eastern Department: 
100 Maiden Lane 











Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President . 


COMPLETE CASUALTY INSURANCE SERVICE 
APPLICATIONS FOR AGENCIES SOLICITED 
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SUCCESSFUL PRIZE CONTEST 





Massachusetts Accident Names F, | 
Feigherty Of Springfield As The 
Winner; Four Other Awards 


In the recent semi-annual prize cop. PR: 
ducted by the. Massachusetts Accident, 
first prize of $100 in gold was won hy E. | 


Frank J. Feigherty of Springfield, Mas; 
this being the second time in succession 
that Mr. Feigherty has won first hop. 
ors. T 





Second prize was awarded to William forg 
H. Morrissey, South Deerfield, Mass: Sure 
third prize by Miss Ann Stimson, Ney Mm in f 
York City; fourth prize, William HJ ner 
Richardson, Syracuse, N. Y.; fifth prize fi last 
Carroll D. Hipp, Newark, N. J. whi 

The Massachusetts Accident reports i com 
that the prize contest resulted in a rec Me assi: 
crd volume of new business being pro. eng: 
duced. Alle 

pass 
DINNER TO COL. JONES ped 





Executive Vice-President, N. Y. Cas the 
valty, Honored On His 50th Birthday; 


Receives Army Saddle ae 

In. the midst of the many insurane pres 
meetings in New York last week, a mos len: 
enjoyable social event occurred which forg 
centered the spotlight on Col. Harvey L. supe 
Jcnes, executive vice-president of the depa 
New York Casualty. He was celebrating Har 
his fiftieth birthday and some of his MN Spe; 
friends in the business took time of bond 
from serious affairs to do him honor at diay 
a dinner at the Hotel Ogden. Col. Jone Will 
was presented with a regulation arm pres 
saddle by his friends, this being quite an Wile 
appropriate gift as he is still an officer and 
in the reserve cavalry forces. The staf pee 


of the company, with President J. Car 
roll French as toastmaster, were present, 

















CHICAGO PROGRAM APPROVED 

The Chicago program for acquisition 
cost regulation and field supervision 
fidelity and surety was approved last 
week by the National Agency Commit- 
tee. This program will become effective 
on January 1, 1928. 







































































































































































Massachusetts 
Accident 


Company 
Established 1883 
BOSTON, MASS. 


















































Our Specialty: 


Non-Cancellable 
Disability Policy 
Both Total and Partial] Dis- 
ability Indemnity Unlimited 
Renewable to Age 60 
14 Days Elimination 






































- G. Lzonarp McNEILL 
President 
V.R. Weston 
Mgr. Commercial Dept. 
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National Surety Dines 
Its Forgery Bond Dept. 


PRAISES HIGH NOV. RECORD 





E. M. Allen Present; Messrs. Murphy, 
Weil and de Novellis Led; 
Telegram From Joyce 





The members of the Metropolitan 
forgery bond department of the National 
Surety celebrated their new high record 
in premiums for November with a din- 
ner at the Advertising Club of New York 
last Saturday night. This achievement 
which was made in the face of hard 
competition was praised by E. A. Allen, 
assistant to the president, who broke an 
engagement to attend the affair. Mr. 
Allen said he could not let the occasion 
pass without paying tribute to the men 
responsible for this accomplishment, 
namely, N. Lewsen, regional manager of 
the forgery bond departmnet, and John 
A. Cochrane, vice-president and general 
sales manager. 

The following company officials were 
present in addition to Vice-President Al- 
len: F. C. Carstens, assistant manager, 
forgery bond department; H. B. Johnson, 
supervisor of sales, metropolitan fraud 
department; John A. Cochrane; A. H. 
Hayum, fidelity claim manager; C. C. 
Spear, vice-president and manager, fraud 
bond department; E. M. Milburn, in 
charge of merchants’ protective bonds; 
William J. Purcell, assistant to the vice- 
president, fraud bond department; P. E. 
Wiles, state manager, Newark, N. J., 
and William H. Clawson, assistant gen- 
eral counsel. 


Allen Praises the Fine Record 


Mr. Allen spoke in part as follows: 
“Just a year ago tonight I attended the 
first dinner of the forgery bond depart- 
ment in celebration of another achieve- 
ment of this kind. As I have looked 
back over the accomplishments of the 
forgery bond department I have mar- 
veled in view of the obstacles you have 
had to overcome; the hills you have had 
to climb. Your record this year repre- 
sents a truly splendid accomplishment. 
That is why I have come here tonight to 
pay my tribute to your dauntless leader.” 

Mr. Allen reviewed briefly the history: 
and growth of the National Surety and 
praised Chairman Wm. B. Joyce to whose 
efforts in the past, he said, the success 
of the company was largely due. 

Mr. Cochrane, who acted as toastmas- 
ter, also paid an eloquent tribute to the 
business ability and organizing skill of 
William B. Joyce. 

Territory Cut Down This Year 

Mr. Clawson, one of the speakers, 
Praised the work of Mr. Lewsen and his 
associates and referred to the fine spirit 
which prevailed in sales ranks of the 
company. He said the National Surety 
men could feel free to call upon him at 
any time for counsel and help, and prom- 
sed them a full measure of co-operation. 

T. Spear made a brief talk in which 
Bhe expressed his admiration for the loy- 
alty and zeal of the members of the 
department, not forgetting to add a word 
ot praise for the accomplishments of 

anager Lewsen. He said his achieve- 
= was a notable one in view of the 
act that his territory this year was con- 
ined to New York City only, whereas 
in last year’s drive New Jersey and 
etnsylvania were included. 
pqnother speaker was A. H. Hayum, 

elity claim manager, who referred to 


































































™. Lewsen and Mr. Cochrane as being 
ion only able sales leaders and organ- 
ring but also excellent salesmen them- 
e'ves. He said they would be an in- 
‘Piration to any sales force. 
‘ye Mr. Lewsen took the floor and 
escribed_ how his department had set 
Vout to write 50% more business than 
Ver before this year. 
ThePhy Leads in Production 
ane three leaders in production in this 
nag for November were J. C. 
ac y, M. L. Weil and B. de Novellis, 
ta man who finished in third place. 
Y all wrote substantial amounts and 






















































helped to put the campaign over the top 
during its closing days. Prizes were 
awarded to them and to about thirty 
other producers who participated in the 
campaign, 
Telegram from Joyce 

A congratulatory telegram from Chair- 
man Joyce was read during the dinner. 
It said: “The successful, yes, amazing 
November results challenge the imagina- 
tion of every apostle of optimism. - I 
scarcely believed such results were hu- 
manly possible and yet am informed that 
even greater results were predicted by 
you all. I was pretty tired and needed 
rest but this report is such a tonic I am 
now able to aid in further conquests.” 

The dinner was excellent and a colored 
jazz orchestra rendered some clever 
singing and dancing skits which kept the 
crowd happy. 


LARGE EXECUTOR’S BOND 

The Commercial Casualty through A. 
Harrison Saunders, its agent at Rich- 
mond, Va., wrote a $1,000,000 executor’s 
bond last week under the will of C. F. 
Sauer, wealthy extract manufacturer of 
that city. This is said to have been the 
largest bond of its kind ever written in 
Richmond. 





FRAUD LAWYERS GET TERMS 

It was good news to accident insurance 
underwriters to learn last week that 
Murray Nitzberg and Louis Kaye, 
Brooklyn lawyers, have been sentenced 
to the Federal Penitentiary in Atlanta 
for fifteen months for using the United 
States mails to defraud in accident in- 
surance cases. 

It is learned that these men were the 
ringleaders in the “insurance fraud ring,” 
composed of twenty men and women, 
which was said to have defrauded in- 
surance companies of more than $100,- 
000. When the conspiracy was detected 
last July, indictments were issued and 
some of them pleaded ,guilty. 





Mine safety has been increased in the 
past year by the United States Bureau 
of Mines, according to its annual report 
just issued. The use of what is known 
as “permissible” or approved machinery 
has been extended, and study has been 
begun on what is now the greatest cause 
of mine fatalities, falling roofs. The use 
of rock-dusting has been of great assist- 
ance in reducing the number of explo- 
sions, and gas masks have saved a num- 
ber of men caught in carbon monoxide 
pockets. 


BAIL BOND SITUATION BETTER 





Equitable Surety Forms Agreement With 
U. S. Attorney Tuttle; 3% Rate 
To Be Charged 

Progress was made last week by 
United States Attorney Charles H. Tut- 
tle in his campaign against bail and 
bond runners in New York City. For 
one thing, members of the Surety Un- 
derwriters Association of New York met 
with him at luncheon meeting to talk 
over the present situation. The meet- 
ing was mutually profitable. 

Mr. Tuttle has also had some corres- 
pondence with the Equitable Surety, 
which writes more than nine-tenths of 
the bail bonds. for Federal prisoners in 
New York City. He has come to an 
agreement with this company whereby 
he will have arbitrary power in regulat- 
ing the conduct of the bonding busi- 
ness in the Federal Building, and will 
limit the rate to be charged for such 
bonds to 3%, the amount allowed under 
state law. By this agreement Mr. Tut- 
tle feels that he has accomplished the 
main purpose of his investigation of the 
bail bond situation, namely to work out 
a remedy for the bad practices and con- 
sequent corruption which have existed. 
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For 70 years Holmes 
_has protected banks, 

industrial companies 

and homes from the 
| crook. When you sug- 
gest Holmes you pro- 
tect both your clients 


and yourself. 
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Bussing’s Merit Plan 
For Industrial Workers 


TO HELP LOWER ACCIDENT TOLL 





Al B. Careful Premium Coupons, Which 
May Be Exchanged For Merchandise, 
Given For No-accident Records 





Al. B. Careful, the nome de plume 
which Charles L. Bussing, New York lia- 
bility broxer, has taken to conduct his 


accident 


prevention activities, is mow 

giving industrial employes an added in- 
centive to avoid accidents. 

The plan is to present A. B. Careful 


certificates, which may be exchanged for 
articles as clocks, silver, fountain pens 
and pencils when a sufficient number of 
them has been acquired, to industrial 
employes in recognition of the fact that 
they have not had or contributed to an 
accident in which their employers are 
interested, 

The employer presents the certificates 
to his men or women and Al. B. Care- 
ful requests that they be considered as 
a gratiuity on the part of the employer. 

Avoiding Accidents 

In the illustrated booklet describing 
this plan, Al. B. Careful gives thirteen 
ways in which automobile accidents may 
be avoided. They follow: 

1. Your family needs you—avoid acci- 

accidents. 

2. Use your brains before and after 

an accident. 

3. Be a father to all kids. 

ball—the kid. 

4. “I did not think” 

5. Don’t pass on 

neck. 

6. Don’t be stingy with signals—make 

your hands talk. 

7. Keep to the right. 

and yourself. 

8. Refuse to drive 

brakes. 

9. Speed does not get you there—safe 

driving does. 

10. There is no excuse for back up ac- 

cidents. 

11. Be a gentleman—respect the rights 

of others. 

12. A careful driver can’t lose. 

13. Witnesses—for or against you—get 

them. ‘ 

There is only one time to get the 
names of witnesses and that is at the 
time of the accident. Get them—your 
job may depend upon it. 


Watch the 


is no excuse. 
curves—save your 


Save the car 


a car with defective 





NAME W. PALM BEACH AGENCY 


The National Surety has appointed the 
Carr-Davis Insurance Agency at West 
Palm Beach, Fla., as its general agents 
for Palm Beach county. This agency was 
incorporated September, 1924, and since 
that time has grown to be one of the 
foremost insurance organizations in its 
district. 

Officers of the agency include C. H. 
Bethel, president, who was formerly in 
the mortgage investment field in Flor- 
ida; Troy Haighlor, secretary and 
treasurer, who has been with the agency 
since its incorporation, and C. H. Cor- 
nelius, vice-president, who was with the 
Aetna Casualty & Surety at Atlanta, be- 
fore joining the organization. 





MARYLAND CASUALTY CHANGE 

The engineering and rating division of 
the Maryland Casualty in New York is 
now in the hands of Nicholas K. Howard 
and Edward K. Drake, following the res- 
ignation a few weeks ago of James D. 
Corr who joined Johnson & Higgins. 

Mr. Howard has been with the com- 
pany since 1918 and has had a wide 
range of experience. The company feels 
that the department will be in good 
hands under his jurisdiction. Mr. Drake 
was formerly with the company in Kan- 
sas City territory. 





“Bill Scroggins got home late last 
night and had quite a row with his wife.” 

“Liquor ?” 

“Nope. She licked him.”—Selected. 
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SOME ACTIVITY! 





Theo. Pulis, Veteran Agent of Hartford 
Fire, Also Realtor, Postmaster and 
Grocer in His Town 

Theodore Pulis, an agent for the Hart- 
ford Fire and the Hartford Accident 
& Indemnity in West Milford, N. J., 


who attended the recent banquet given 
by the latter company in opening its 
Newark branch office, is not only the 
leading insurance agent in his town but 
is its postmaster and proprietor of its 
general store. 

He has represented the Hartford Fire 
for thirty years and controls about 80% 
of the insurance of the West Milford 
township. More than that he has the 
insurance on the properties of his two 
closest competitors. Mr. Pulis, who has 
his two sons in partnership with him, 
told The Eastern Underwriter a short 
time ago that he had held his postmas- 
ter’s job for twenty-two years. He also 
does considerable real estate business. 
Speaking about the national advertising 
done by the Hartford Fire, he said it 
was not infrequent that people would 
ask for a policy in that company by 
name, showing that its advertising had 
made an impression. He is glad to use 
the direct mail material that the com- 


pany sends him and is a close reader 
of the “Hartford Agent.” 

Besides his fire insurance business, 
Mr. Pulis has the liability insurance on 
all of the school buses in the township, 
and being a member of the Junior Order 
of United American Mechanics, he con- 
trols the business of the mechanics,in 
town. 





N. J. COMPENSATION AWARDS 





Seven Cases Receive A Total of $119 
Weekly for 231 Consecutive 
Weeks 
A total of $119 weekly for 231 weeks 
was awarded in seven compensation cases 
which were heard before the Compensa- 

tion Board last week in Elizabeth. 
James A. McGovern, of Summit, N. 
J., was awarded $17 weekly for seventy- 
one weeks for an injury to his left foot 
received when a barrel fell on it No- 
vember 8, 1926, while he was employed 
by the Summit’ Express Co. Jasper Ar- 
nac, of Linden, was awarded $17 weekly 
for thirty-seven weeks for injuries to 
his right wrist received while working 


for Joseph Mason as a chauffeur and 


was injured while cranking his car. 
Arthur Gripp, of Elizabeth, was award- 
ed $17 weekly for thirty-four weeks for 
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injuries sustained to his left hand while 
employed as a painter last April. Wil. 
liam Cunningham, of Elizabeth, was also 
awarded $17 weekly for thirty wecks for 
injuries to left leg when a large bar 
of iron fell upon it while employed as q 
carpenter by the Salem Construction Co, 
last September. 

Thomas Capee, of Roselle Park, was 
awarded $17 weekly for fifteen we: sks for 
an injury to his right thumb received 
when it became caught in some machin- 
ery at the plant of the Aeolian Co., at 
Garwood, on September 10, and Harry 
Minter was also awarded $17 wer kly for 
eighteen weeks for an injury to his left 
wrist received while employed as a paint- 
er by the W. J. Bush Co., of Linden, 
on October 15. 





NEW MICHIGAN RECIPROCAL 


The second automobile reciprocal to 
be incorporated in Michigan in the past 
few months is the Preferred Automo- 
bile Insurance Exchange. This com- 
pany will be capitalized at $200,000 and 
will be permitted to write all automo- 
bile coverages in a single policy by the 
Michigan laws. Grand Rapids men in- 
terested in the Preferred Automobile 
Underwriters are in back of the new 
company. 








GREETINGS 


Friendships which result from mutual satisfactory business relations are 
the finest products of business. 


The F & D is happy in the knowledge that it has many such friends. 
throughout the country—friendships which have had their origin in busi- 
ness and which have been strengthened through personal contact. 


To this large body of personal friends, the Company sends its best wishes 


for a Merry Christmas and a happy, prosperous New Year. 


If it should 


be our good fortune to assist in making that last wish become a fact, we 


shall be very glad. 


FIDELITY Aanp DEPOSIT 


COMPANY 


of Maryland 
BALTIMORE 


FIDELITY AND SURETY BONDS—BURGLARY AND PLATE GLASS INSURANCE 
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R. J. Sullivan With 
Travelers 28 Years 
IN AS 


STARTED A CLERK 





Career Of Other Casualty Men Who 
Were Recently Promoted; All Full 
Of Human Interest 





Casualty men who were promoted re- 
cently by the Travelers have all had ca- 
reers Which teem with human interest. 
In every case their first entry into the 
insurance business was with the Travel- 
ers or its representatives and they have 
remained loyal to it over a period of 
years. 

“ Robert J. Sullivan, the new vice-presi- 
dent, joined the company twenty-eight 
years ago immediately after graduating 
from the Hartford public high school. He 
began as a clerk in the actuarial depart- 
ment, working in the division which 
served the accident department. Five 
years later, in 1904, he was transferred 
to the liability department and in 1910 
was elected assistant secretary of that 
department and two years later secre- 
tary. In 1922 Mr. Sullivan was elected 
vice-president of the Travelers Indem- 
nity and since then has been actively 
interested in the development of the 
burglary, plate glass, boiler and machin- 
ery lines. 

Jesse W. Randall 


Jesse W. Randall, who succeeds Mr. 
Sullivan as secretary of the compensa- 
tion and liability department, was born 
in Hazardville, Conn., and graduated 
from the Enfield high school. His first 
work with the Travelers was as a mail 
derk in 1905 and a few months later 
went to the liability department as a 
vault clerk. He was sent into the field 
as a special agent of the Hartford Acci- 
dent in February, 1910, made a special 
agent of the liability department in Jan- 
uary, 1913, and promoted to the position 


of casualty manager of the Springfield 
office the following March. 

In the fall he was transferred to Wor- 
cester as branch manager and the next 
spring to Boston as assistant manager. 
He was brought back to the home office 
in August, 1915, and elected assistant 
secretary of the compensation and liabil- 
ity department in 1917 in which capacity 
he has served for over ten years. 

Tracy W. Smith and Arthur D. Spring, 
promoted to superintendents of agencies, 
casualty lines, from assistant superinten- 
dencies, both came from the field to the 
home office agency department. 

Tracy W. Smith 

Mr. Smith began as a boiler inspector 
in New York City and later served in 
both Rochester and Syracuse. He became 
a boiler special agent in the home office 
in 1916 and left in May, 1917, to enter 
the first officers’ training corps at Fort 
Benjamin Harrison. He was assigned to 
the 51st Field Artillery as a second lieu- 
tenant. He returned to the Travelers in 
January, 1919, and was appointed a field 
assistant, casualty lines, attached to the 
home office agency staff. In 1921 he was 
made an agency assistant and in 1922 an 
assistant superintendent of agencies. 

Mr. Spring, after graduation from the 
University of Minnesota, joined the 
David C. Bell Investment Company of 
Minneapolis, a real estate, mortgage loan 
and insurance agency, for many years 
both financial and insurance representa- 
tives of the Travelers. In March, 1918, he 
entered the direct employ of the com- 
pany as a special agent, casualty lines, 
at St. Paul. In 1919 he went to Kansas 
City as casualty manager and in 1920 
came to the home office as an agency as- 
sistant. He was promoted to assistant su- 
perintendent of agencies early in 1924. 

Leavens’ War Record 

Harry C. Leavens, advanced from 
agency assistant to assistant superinten- 
dent of agencies, casualty lines, is a Can- 
adian by birth. For four years he was 
a purser on St. Lawrence and Great 
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Lakes steamers. In 1916 he enlisted as a 
private in the Canadian forces, was pro- 
moted to a lieutenancy and then trans- 
ferred to the Canadian naval service be- 
cause of his previous experience in busi- 
ness life. He saw service in patrolling, 
mine sweeping and convoying operations 
on both the Atlantic and Pacific and in 
1918 was appointed assistant to the ship- 
ping controller at Halifax. After the war 
he joined the Travelers as a field as- 
sistant, casualty lines, at Toronto, was 
made assistant manager there and then 
manager at Winnipeg. He came to the 


home office as an agency assistant in 
1924. 


A. Stewart Gray, advanced from agen- 
cy assistant to assistant superintendent 
of agencies, casualty lines, is a native of 
Hartford. After graduating from high 
school he. entered a local bank. He 
served on the Mexican border as a cav- 
alryman in 1916 and 1917 went overseas 
with the 10lst Machine Gun Co. He 
was commissioned a lieutenant in France. 
Returning to civil life in 1919 he became 
a counterman for the Travelers and was 
assigned to Kansas City. He was pro- 
moted to special agent with headquarters 
at Albany in 1920 and brought to the 
home office as a field assistant in 1921, 
rae promoted to agency assistant in 





WHITE PLAINS APPOINTMENT 


The National Surety appointed the 
newly organized agency of Culyer & 
Coogan, inc., of White Plains, N. Y., as 
its general agent for Westchester Coun- 
ty last week. The special development 
of surety and burglary business will be 
featured by this firm. 


Mr. Culyer has been in the produc- 
tion end of the surety business for many 
years in Westchester County while Mr. 
Coogan was formerly connected with the 
home office of the National Surety and 
did field development work for the Globe 
Indemnity. 


GETS AFTER GARAGE AGENTS 





Michigan Department Investigating lowa 
Plate Glass Concern Making Unau- 
thorized Appointments 


The Michigan Insurance Department 
is putting a stop to the activities of a 
plate glass “Service” concern which is 
said to have been appointing garages 
throughout the state as its agents. These 
garage agents are alleged to have been 
selling glass breakage insurance on au- 
tomobiles. 

This plate glass activity is called the 
Thoma Replacement Glass Service, ope- 
rated by Thoma & Son, Inc. of Fair- 
field, Ia., which company is not licensed 
in Michigan. 

It appears probable that if evidence 
is obtained by the department that gar- 
ages have actually been selling the cov- 
erage their proprietors will be charged 
with soliciting unauthorized insurance, 
which is a punishable felony in Michi- 
gan. 





CANTOR SUES HARTFORD A. & I. 


Broadway Star Would Force Company 
to Accept Liability After He Entered 
More Hazardous Occupation 


Suit against the Hartford Accident and 
Indemnity is being pressed by Eddie 
Cantor, famous musical comedy and 
moving picture actor, in New York. He 
is trying to force them to recognize a 
claim for injuries he suffered recently 
while performing for the camera. The 
insurance company refuses liability be- 
cause of the fact that the policy was is- 
sued to him as a stage comedian, and 
was annulled when he entered the mov- 
ing picture field, a more hazardous oc- 
cupation. 

Cantor is asking $2,866.67. An appeal 
by the company from a lower court de- 
cision is now before the appellate divi- 
sion, where the technical questions thus 
raised must be settled. 























Chat your Christmas may be merry 
and the New Year one of real jou 


and prosperity ta the cordial 
wish of the 


Maryland Casualty Company 
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N aviation we are witnessing the 

fulfilment of one of man’s most 

heroic achievements. Though 
still engaged in the poineer struggle 
against nature, flying has demon- 
strated possibilities of untold eco- 
nomic value. 


Despite courage and dexterity 
and mechanical perfection, the 
forces of nature can never entirely 
be conquered; it remains for insur- 
ance to provide the security essen- 
tial to progress. 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
. ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager 


... NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
William Mackintosh, Manager Field & Cowles, Managers H. R. Burke, Manager 











